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“CONVINCED- 


KELLY is the line to carry! 


ALSO — %: ie THROUGH experimenting and 
‘trying out’ every line that comes 


HAMMERS : along. I’m going to stock the best 


HATCHETS 
SCYTHES 


lines obtainable—display them — 


sell them. I believe this is a hand 
per conn _— tool year and KELLY TRUE 
GRASS HOOKS TEMPER is my choice and it 


BUSH HOOKS 4 should be yours—as well as 
the entire line of TRUE 


TEMPER PRODUCTS- 


“Tt’s real merchandise, men, 
and I’m getting aboard.” 


KELLY AXE AND TOOL WORKS 
of 
THE AMERICAN FORK & HOE COMPANY .. Cleveland, Ohio 


/RUE TEMPER PRooUucIS 


INDUSTRIAL, AGRICULTURAL AND GARDEN TOOLS 
SHOVELS - SPORTING GOODS . RAILWAY APPLIANCES 








AL bolts 


sold under a 
Lamson label 
are good 
































All of the bolts and nuts made 
in our five big plants are held to 
extremely close limits of accur- 
acy. It is a long established 
manufacturing precedent of 
Lamson & Sessions to make 
every product measure up to the 
reputation we have earned over 
a period of 66 years—a reputa- 
tion for highest quality in every 
sense of the word. 

That is why all Lamson prod- 
ucts have similar characteristics, 
namely, great accuracy and fine 
finish. They are all made to one 
uncompromising standard. They 
are all worthy of the name they 
bear. 

If you have experienced the 
satisfaction of using Lamson bolt 
and nut products you are aware 
of the advantages they insure. 
If you have not—compare Lam- 
son products with any others 
that you have tried. 


Buy through your Distributor 






LAMSON 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 
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a oe 


York, N. ¥ 
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THESE TOOLS ARE SELLING 










BECAUSE 


FOR THE FIRST TIME IN HISTORY 
THE JOBBER CAN SUPPLY THESE TO THE 
DEALER SO THAT THE CONSUMER 
WILL BE ATTRACTED 









PIPE WRENCHES 


[Wood or Steel Handles] SLIP-JOINT PLIERS 


[Black or Nickel Finish] 








BRACES NAIL HAMMERS 
[Any Finish] [Any Finish] 


( 10.1. ANGLE ADJUSTABLE 
nesses ee 





SNIPS ADJUSTABLE ANGLE WRENCHES 
[Household or Pocket Size] [Semi-finish] 


IF MADE BY “PEXTO” MAKERS 


tA. ys 


ASK YOUR JOBBER 


THE PECK, STOW & WILCOX CO., SOUTHINGTON, CONN. 
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TINT CHAMPLIN 
Chairman of the Board of Directors 


Cattaraugus Cutlery Co. : 
WHITTLIN’ } 
BY H. W. DUSCHAK 
e 
Written as a compliment to Tint Champlin, who, on August 11th, completed : 
50 years’ service with the Cattaraugus Cutlery Co., Little Valley, N. Y. 

A 
4 
i 
Little feller at my knee, Whittlin’ conjures up the joys F 
Lookin’ wistfully at me We uster have when we was boys, - 
While I set an’ whittle out Makin’ animalsan’ trains, - 
Little things he’s wild about; Didn't know ‘bout aeroplanes; P 
Hardly big enough to see Jest whittled simple things like swords 4 
What my ol’ knife means to me. An’ guns an’ boats an’ checker-boards. : 
Shinin’ steel an’ grip o’ pearl, We parted only once—’twas when 
Fit companions fer a Earl, You went to France an’ back again | 
I still can see upon your blade With Tom; I somehow allus felt, ' 

Reflections that the sunlight made To see you hangin’ at his bell, 

Playin’ mumbly-peg with Jot As tho you made a worthy pair, 


An’ Tom an’ others I've forgot. You an’ Tommy’s Croix de Guerre. 













I recollect when Nell an’ me Little feller at my knee, 
Carved our’nitials in the tree Lookin’ wistfully at me, 


An’ twined two hearts around ‘em too, Formin’ friendships as you grow; 
To bind the pledge that we'd be true; An’ yet to me, it seems as tho 

It's fun to think Romance an’ Life You'll never find, in all your life, 
Could be related to a knife. As keen a friend as—my ol’ knife. 
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Big National 
Whittling Contest 
Now Launched! 


OUR first National Whittling Contest has been 
started—and it's getting plenty of action for our 


dealers, Boys are trooping into dealers’ stores 
for booklets and rules—and they're buying 
knives! 


We are giving $1000 in cash and extra prizes 
—325 in all—to enable our dealers to increase 
their profits from their cutlery departments. 
After consulting national boy leaders America 


over, we have launched this “National Whittling 
Contest.” 


This throws the opportunity wide open for 
Cattaraugus dealers all over America. We are 
running big ads in national boys magazines... 
American Boy, Boys’ Life, and Open Road for 
Boys. The boys are told to see their nearest Cat- 
taraugus dealer for information on the Contest. 
Boys in your territory will troop into your store 
for our folders on the Contest and the booklet 
“How to Whittle” which a famous scout has writ- 
ten for them. An ounce of co-operation in the 
promotion of this Contest will bring you back 
a pound of profits. 








First National Whittling Contestk 


BOYS.. 


Whittle Your Way to 


$1,000 iv cas 


and Extra Prizes 
225 Prizes in all 


RE you handy with a pocket knife? Ah ha.. 
we knew it! Well, get out that knife-a 
National Whittling Contest is on! The first 
ptize is $250.00, the second prize $125.00 and 
there are 223 other cash prizes. Imagine the 
fun of whittling from a block of wood, a prizes 
winning object! Imagine how your chest will 
swell with pride (you can’t help it) when you 
win one of the prizes. Come on.... get out that 
knife... and get going! 

The Indians used crude knives to make every: 
thing—from tepee stakes to canoes. They used 
them to get their daily food. Your ancestors,the 
early settlers, used knives constantly in hunting, 
trapping and in carving furniture and smaller 
objects for their cabins. There is true romance 
in the manly art of whittling. 

Whittling is not a lost art. We believe the 
young, rough-and-ready American boy is still 
handy with his pocket knife. Enter this contest 
today. See your nearest hardware dealer in 
Cattaraugus Cutlery and get full details of this 


big contest. Or, write to us, and we'll send you ‘ 
complete information at once. 7 


*Contest starts August 1st, 1931; closes, midaight October 24th 
YOUR CATTARAUGUS HARDWARE DEALER 
HAS A NEW BOOK FOR YOU.."“HowtoW bittle” 


A famous scout has written this booklet "How te Whittle”. It is free for 
your use. It gives many helpful hints on how to whittle, what to whit- 
tle, and the kind of wood to use. Get this book at your dealer's. If he 
hasn't one, write to us. We'll rush it to you. 


TARAUGUS 


CUTLERY CO., Little Valley, N. Y., U.S A. 
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CATTARAUGUS CUTLERY CO., Little Valley. N. Y., U.S. A. 
Please send me your "How to Whittle” Book and all about your National Whit 
tling Contest. 





















This advertisement reached 1,700,000 boys in August 
They ‘ll want information; can you supply it? 


CUTLERY COMPANY, 
LITTLE VALLEY, N. Y., U.S. A. 


ttt ttt ht ttt Iii tit tt Send Us This Coupon Seeeeeeceeeseeeaseessses Seececesaunsecsaseses aan 


CATTARAUGUS CUTLERY COMPANY, 


Little Valley, N. Y., U.S. A. 


2 If you haven't received the details Gentlemen: 
# of this Contest, clip the coupon and Please send me complete information on this “National Whit- 


Bs send it to us. We'll rush the details tling Contest.” 
és so you, too, can cash in on this big 
“National Whittling Contest.” 


Name 





Address seu eT a eee RO 








City. ae a er 


SEPTEMBER 3,.1931 








Meet the New 


4 EXTRA 
SALESe 
WALLOPS 
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“BiG LEAGUER’ 


Meet “Big Fist”. ...a real big 
leaguer in annual shovel sales. 


Maybe that statement surprises 
you. For“Big Fist” was unknown 
two years ago. But the fact re- 
mains today. “Big Fist” is the 
sales champion of its price class 
...and one of the “best sellers” 
in any class. 


Among a swarm of middle priced 
shovels, which retailers call, “Just 
about alike”, “Big Fist” has 
quickly won a place of its own. 
Why? Because “Big Fist” carries 
four extra sales wallops no other 
shovel at its price can exhibit. 


See them listed above . . . and 
see “Big Fist” shovels. You'll 
be surprised at the quality ... 
and most of all at the price. 


Sell “Big Fist” shovels. Join the 
fast growing group of alert re- 
tailers who are realizing extra 
sales and extra profits with “Big 
Fist”. Ask your jobber or write. 


THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio 


Wood's 
“BIG FIST” 


Shovels -Spades: Scoops 
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HAT’S right. 
the header over the opening—without 
brackets or bracing or blocking-out. It’s 

simple to install. Not a single bracket to 
loosen or sag or get out of adjustment. The 
patented swivel hanger rides freely and 
easily in the one-piece track. It cannot de- 
rail. If properly installed, servicing is never 
required. 


With Frantz No. 40 “E-Z” Garage Door 
Fixtures (3 door set) two of the doors are 
supported and folded back, against the side- 
wall, entirely clear of the opening. The sepa- 
rate passage door is hinged to the jamb for 
handy access to the garage. A “Positive” 
latch, sturdy hinges, foot and chain bolts and 
all necessary screws and bolts for installing, 
complete the set. 


The many exclusive mechanical features 
of Frantz No. 40 “E-Z” Fixtures, coupled 
with an amazingly low retail price, have 
helped dealers in all parts of the country to 
develop new profitable business. Investigate 
the possibilities of this set for yourself. 
Write for more information and dealer 
prices. 


Frantz Mfg. Co., Sterling, Il. 


yras ir 


uaunled Builders Hardware 
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The track fastens flat to 
















Frantz Mfg. Co., Dept. H-9, Sterling, Ill. 


__ Kindly send more information and dealer prices on 
Frantz No. 40 “E-Z’’ Garage Fixtures. 
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Without the 
Red Label 


Opening entirely clear for passage in and out 


























A CHECK ON CHECKS 


Cleveland banks have agreed among themselves to limit the number 















i of checks their depositors may draw per month, the. quota being 
based on the average daily balance. All checks drawn over and 


ENC Ee i 0-0 SON a 


above the allotted number will cost the depositor 5c. each. 


It’s the banks’ answer to the unprofitable small account. The de- 
positor who keeps enough in his account for the bank to work with 


can make use of the expensive checking service without charge. The 
€6,. 9° . . 
little fellow who never has more than a few dollars in his account 


must pay a nominal service charge. 


Pretty Fair, After All, Don’t You Think? 


Suppose all the Hardware Jobbers of the country could get together 


Rar ear ere eas 


FREE 





and agree to make a service charge on all unprofitable small orders 
—orders for 1/12th of a dozen at the full bundle rate (retail buying 


Pe >a 


at wholesale prices). 


ORR. 


What would eventually happen? A healthy business situation would 


grow up which would cut distribution costs to the bone. Quantity 





prices, being arbitrarily maintained, would be lower. Dealers, profit- 
ing more through “‘full package’’ buying, would naturally cut down 
on their sources of supply, still further reducing the cost of distribu- 


tion. 


Unfortunately we Jobbers can’t create any such “Hardware Millen- 





Z 
? 
; 


ium,’ but you, Friend Dealer, can do much to bring it on just the 


same. 











You are eager to get back to better times. Contribute to their return 





by helping your distributors to serve you more economically. a 







THE GEO. WORTHINGTON CO. 
1829 CLEVELAND, O. 1931 
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Machine illustrated is one 
of many styles especially de- 
signed for hardware stores, 


A faster... safer... simpler cash 


registerin g machine 


PROTECTION—Each item is recorded on a perma- 
nent, detailed, locked-in tape. Identifies cash or 
charge sales; clerks or departments. Validates paid- 
outs, cash received on account, etc. Accumulates 
grand sales total accessible only to owner or man- 
ager. Furnishes complete information for the valuable 
“Daily Business Record” book that Burroughs offers 
free with each machine. 


COMPACTNESS—Saves valuable store or counter 
space for the display of more merchandise. Its lower 
height enables clerk to serve customers efficiently. 








Burroughs 


for hardware stores 


DOUBLE USEFULNESS—Can be used at any time as 
a fast, standard adding machine without disturbing 
cash register operation or recorded transactions. 


MANY STYLES—There is a wide variety of Bur- 
roughs Cash Machines from which to select one 
exactly suited to a store’s individual requirements. 


EXTREMELY LOW COST—You will be surprised to 
learn how little it will cost you to own one of these 
remarkable new machines. 


Investigate. Call the local Burroughs office or mail 
the coupon for complete information. 








Burroughs Adding Machine Company, 6826 Second Boulevard, Detroit, Michigan. 
Please send me complete information concerning Burroughs Cash Machines for hardware stores. 


Address 





Name 
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Every pipe wrench customer 





a 


can be pa 
on this ALL steel wrench 


VERY selling argument ever put forward 

about pipe wrenches is satisfactorily met 
by TRIMO. Safety and strength are not 
limited to any one part of the tool because 
TRIMO is steel throughout—all steel, with 
the handle drop forged and all parts heat i 
treated for added toughness. 







LONER 


The flexible frame design, distinctive to the 


original TRIMO pattern, has no equal for easy 
and positive operation. TRIMO flexibility in- 
al & sures the unfailing ratchet action—on and off " 


the pipe instantly without slipping or locking. 


PipeWrench 


Made by Trimont Mfg. Co., Roxbury 
(Boston), Mass., makers of TRIMO tools 
and TRICROME Cutter Wheels 
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| YA LE Dealer Service 


To i tncreasée your sales of 


DOOR CLOSERS.... 


. EVERY COMMUNITY there is a 


real opportunity to sell more Yale 





Door Closers. The constantly growing 
market for this fine device will yield sub- 
stantial profits to those alert merchants 
who make use of the splendid array of 
sales-building display material which 
our Dealer Service Department is glad to 
supply. 

Every sale of hardware for doors gives 
you an excellent opening to suggest to 
your customer the advantages of complet- 
ing the door’s service and efficiency by 


equipping it with a Yale Door Closer. 


Put on a “Yale Door Closer Week’ 
this fall and make a special drive for the 
business that awaits some merchant in 
your community. The material shown 
on this page—display cards, folders and 
newspaper advertisements—are yours for 
the asking. 





USE THE COUPON 











re 

- THE YALE & TOWNE MFG. CO. i 

r STAMFORD, CONNECTICUT / 

‘ = j 

” Send me your free assortment of advertising ma- a 

can profit by us terial to increase my sales of Yale Door Closers. J 
i 

ing these YALE! | 
Name 2 ne RD le Be EE Re NaI nee ne ee ed Oe eres i 

Door Closer sales! Ss 9 
hel canner nntanennnnnnenanennnenneeenneeanean i 
1l 
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—ALWAYS— 
YOUR BUYING INFORMATION 


ON EVERY WORTHWHILE 


HARDWARE BUYER’S DESK 
AT NEW LOW COST! 


HARDWARE AGE CATALOG 


239 West 39th Street New York 
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Union Hardware Chisels Have 





They hold their cutting edge and 
satisfy every customer. Their 
fine tool steel blades cut perfectly 
—save time and labor for carpen- 
ters, mechanics and home owners 
who appreciate good tools at popu- 
lar prices. 


Union Hardware 


Chisels 


are made with one-piece blade and 
socket—most rigid construction 
possible. Handles are seasoned 
White Hickory, carefully turned 
and fitted with heavy caps of live, 
durable leather. 


Customers get lasting service OUT 
of them, because we put lasting 


quality INTO them. 


Your jobber will supply you. If 
not, write to us and we will refer 


you to the nearest jobber who will. 
Send for Catalog No. 10. 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 





Established 1854 Incorporated 1864 
TORRINGTON, CONN. 
New York Office 151 Chambers St. 
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“Made Good” 
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FOUND! 


checking floor hinges. The lever 





Door Holders and Stays that effective- 
ly hold open doors equipped with check- 
ing floor hinges. The cast holder to the 
left operates on the leverage principle 
and is made in cast brass or certified 
malleable iron, in two sizes, for all doors 
but especially recommended for doors 
equipped with overhead door checks or 


operated by the foot and when not in 
use is held up out of the way by a spring. 
5%” Siso-No. 8005 The rubber tip holds with a vise-like 








is 





grip and yet will not mar the finest floor. Real Bronze or Malleable Iron and Steel No. 94001 


The door stay and holders at the right are of overhead installation, which does away with 
stops or holders at bottom of door, and hold the door open at 90°. Both have mechanisms that 


act as shock absorbers to relieve the strain on the hinge. 


Holders of this type are recommended 


for doors hung in groups without mullions or where it is desired to hold a door open at right 


angles. op 
Manufactured by 


SHELBY SPRING HINGE CO., Shelby, Ohio 


Coast Repr., POND HDWE. SPECIALTY CO., Los Angeles, Calif. 





CAP SCREWS ROI 


Wood, Drive, Coach, Machine, Set, Cap, Thumb 
REWS 


sc 


SPECIAL AUTOMATIC SCREW 


MACHINE PRODUCTS 
e, Sink 


Stove, Tir 
BOLTS 


Machine Screw, Stove and Tire Bolt, U. S. S., S. A. E. 


Castellated, S. A. E. Plai 
NUTS 


Jack! Plumbers’, Ragieter, ed Furnace, Ladder, 


as! 
CHAINS 


Escutcheon Pins Speedometers Tachometers 
THE CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 


NEW BRITAIN, CONN. 


Warehouses: New York Chicago Philadelphia 





HARDWARE 
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be the 


EWE PORTANCE 


of buying quality in 


RIVETS 








INER materials, more exacting workmanship, greater skill in fabri- 
cation make a superior product. That's why our Tubular and Split 


Rivets are better than average. You can sell them in the knowledge that their 
driving and setting qualities are correct, that they will do efficiently the job they 


are supposed to do, and bring your customers back for more. 


TUBULAR RIVET 
& STUD COMPANY 
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Here is a Myers Pump Jack—neater, better built and 
more efficient—that will fit in nicely with any business 
where pumps are sold—a jack with so many outstanding 
improvements and individual features that it will make 
customers out of prospects who are looking for reli- 
able, low cost, power water facilities to provide run- 
ning water for household purposes, for barns and feed 
lots, and for innumerable other uses. 

Complete with V-Belt and Motor and with all moving 
parts fully enclosed and operating in oil, this jack can 
be easily and quickly installed, will require little or no 
attention whatever, and the operating costs will be 
surprisingly low for those who depend on it for their 


MYERS fisncanc PUMP JACKS 


BLE 
RES 


Working Parts 


Perfect 
Self-Lubrication 


Machine 
Cut Gears and 
Pinions 
Steel 


daily water supply. a Ty : 
In step with the times—in keeping ; Side Arms 
with the demands of your trade—in f Adjustable 
harmony with your demands for Motor Rails 
satisfactory profits—the Myers Self- ; 
Lubricating Motor Driven Pump L) ea V-Belt Drive 
Jack offers much to those who sell as mat {| Dust, Dirt and 
well as to those who use it. Storm Proof 
Your inquiry will be given prompt 
attention. Write or wire. 
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ant wre VERS. on HANGERS 


THE F. E. MYERS & BRO. CO., Ashland, Ohio 


Pumps — Water Systems — Hay Tools — Door Hangers 




















IT’S NEVER TOO LATE 
TO LEARN! 


After you read your copy of 
HARDWARE AGE, go 
through it again and see how 
many of the merchandising 
ideas, stories and editorial 
hints you can try in your 
store. Remember, something 
new is always interesting. 
You'll find plenty that is new 
in HARDWARE AGE. 


Even the best of us can profit 
by observing what the other 
fellow is doing. This is par- 
ticularly true in the hardware 
business. We have often been 
told of the successful out- 
come of some merchandising 
idea that was prompted by a 
HARDWARE ACE story. 


HARDWARE AGE 
239 West 39th Street 
New York, N. Y. 


HARDWARE AGE 
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AN 


ARCHITECTURAL 


This prize-winning apartment house is Sully equipped with Sargent Hardware in designs 
al style. Two samples of this equipment are 
iustrated—the lever handle on the outside vestibule doors, the knobs and key plates on all 





that harmonize with the building’s ar 


interior doors. Other items of the excellent equipment are similar in design. 


GREAT SKYSCRAPERS, outstanding in de- 

sign and construction, are equipped with 
Sargent Hardware. Modest homes, imposing resi- 
dences, schools, apartments, all kinds of building 
operations are made more beautiful and more 
serviceable by this excellent equipment. There 
are many good reasons for it. Sargent Hardware 
offers the kind of designs that the architect wants 


and, also, the quality and workmanship 
























“The most pleasing building erected in this city’”’—that was the award made to 

this Baltimore apartment in 1930, Edgar A. Levi, owner, Lucius R. White, 

Jr., architect. Of red brick, with simple doorways and windows, in every detail 
it maintains the Maryland tradition of Colonial sincerity. 









and also of their knowledge of hardware value. 

For generations the name of Sargent has 

been recognized as a mark of highest quality 
—in all the smallest hardware items in your 
store as well as in builders’ hardware. Sargent 
can supply you with a most complete line of 
hardware—every item of which you can 
offer to your customers with an assurance of 
highest quality. Sargent & Company, New 
Haven, Conn.; New York; Chicago. Belleville- 
Sargent & Co., Ltd., Belleville, Ontario, Canada. 





so important to the users of any building. 
Many awards are made to the designers of 


Sargent-equipped buildings—an indication 








of the good taste of architect and builder, 


1931 
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— Distinctly Different — 
Non-slip Ebonwood Handles. Forged Steel Guards 


No. 113 Fumed Oak Display Case with Orange 
Background as shown above is given FREE with 
an initial order for % dozen each of the items 
illustrated. Ample space is provided beneath 
sample board for extra stock of each item. 
Size of case 12% in. x 11 3/16 in. 
Height 2% in. front, 8 in. back. 


No. 3204 Outdoor Knife. (4 in. Blade.) Lustro Polished 
List Price $1.00 Each. 


No. 322 Pioneer No. 323 Pathfinder 
No. 324 Ranger No. 321 Kodiak 
(5 in. Blades) (5 in. Blades) 
List Price $2.50 Each List Price $2.00 Each 


Each knife in leather sheath as shown 
YOUR LOCAL JOBBER CAN SUPPLY YOU 


LANDERS, FRARY & CLARK, New Britain, Conn. 
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PUBLISGED EVERY THURSDAY 


Harpware AcE 


The Hardware Dealers’? Magazine 


every Thursday by Iron Age Publishing Co., Division of the United Business Publishers, Ine., 239 West 39th Street, Ni Y % 
C. Pearson, Chairman of the Board; Fritz J. Frank, President; C. A. Musselman, Vice-Pr gg A 
Arnold L. Davis, Secretary. 





ident; Frederic C. Stevens, Treasurer; 
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More Ames Shovels 
are sold than 
any other kind 


AMES SMOVEL & TOOL CO 
NORTH EASTON MASS. ANDERSON, 





ISSUE 


IND. 


THIRD 
PERSON 
PLURAL 

I, siting— 


Avoid “I” as much as pos- 
sible— 


Remember “YOU” is the buy- 
er and have his interests at 
heart— 


But do not forget “THEY,” 
the individuals who have used 
’ these saws and show’ why 


“YOU” should want them. 


Try it out. Read on a sign 
or in the paper what a wonder- 
ful show is at your favorite 
“Talkie” House. Or have the 
proprietor tell you how good it 
is. They are trying to sell you 
something. 

But let your neighbor say— 
“That’s a dandy Show at the 
Palace this week. Don’t miss 
it! And Mister Third Person 
Plural will get you wanting to 
see it. 

That is the way one customer 
helps you to sell another. But 
to use this method of selling 
you must “follow through” on 
sales and get your evidence 
from actual use of what you 
sell. 


rey 


Every Atkins Silver Steel Saw 
and Tool is made to prove the 
real, actual value of quality in 
service. You can learn some- 
thing every day by selling them 
and then checking up on their 
records in days and years of 
use. And every one of these 
sales is building steady, satis- 
fied customers for you and add- 
ing to your value as a salesman. 


It’s almost impossible to sell 
things that buyers do not want. 

But when you get them to 
want things — really WANT 
them—they will buy in spite of 
anything you can do. 


(Signed) 


V§ 





WHAT DO YOU SEE IN THE TENT? 


I. there any similarity between your hardware store and a Circus? Sam 
Sayles thinks so and tells why in his message next week. He strikes a parallel 
hard to get around which simmers down to the matter of mediocrity versus 
showmanship in selling. Be sure to read it. You'll be glad you did. 


Give us your name and address for the complete Sam Sayles Series of Articles, 


write us now. 





a 
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a 


Nada ty ba 


Nest of Saws 


———— 


ee a od 


err a 12” keyhole, 14” 
compass blade, and an 18” special 
nail-cutting blade. Adjustable pat- 
tern handle. Carpenters, electricians, 
plumbers, and farmers need these 
in their kits. 


If you will make a display of 
Atkins SILVER STEEL Saws and 
use Atkins display material you can 
establish your store a headquarters 
for quality merchandise. 


No. 65 
Ship Point 


aS. 


© vc saw as Atkins popular 
No. 53 except straight back .. . 
SILVER STEEL, Damaskeen finish, 
embossed and polished applewood 
handle, Perfection Pattern that pre- 
Made in both 


regular and ship patterns. 


vents wrist strain. 


Made in 18 to 26 inch lengths. 


Sold where quality, workmanship 
and good results are wanted, and at 
a price that will pay you a good 
profit. 


Read “Atkins Saws on the Farm” 
for sales pointers; yours 
without charge. 
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Not Extravagance, But Economy 


RTHUR BRISBANE says “that there is nothing 
A more stupid than to call advertising ex- 
travagance. It is an economy, which in- 
creases business, decreases overhead and makes 
goods cheaper. It makes one salesman the equal 
of ten.” 

If you and the men in your store could talk 
leisurely and convincingly to all who come into 
your store, your business would undoubtedly grow; 
if you could do the same thing in the homes of all 
the people in your trade territory you could cer- 
tainly increase your sales and your profits. 

But—no one but a super-man could find the time 
to personally call on all his customers and pros- 
pects, and still give his business the attention it 
deserves. Very true, yet you can talk to your cus- 
tomers and prospects, not once, but regularly 
through good advertising. You can talk to them 
without interruption on subjects in which they are 
interested, and give them a favorable impression to 
bring them to your place of business. You can tell 
them facts about yourself, your store, your methods 
and your merchandise, that your salesmen could 
not possibly tell them when they come in to buy 
or look. 

You can reflect your personality in print and 
make it register. Meanwhile anything that pays a 
reasonable return is an investment, and the right 
kind of advertising does pay returns. 

Of course you can make your advertising an ex- 
pense if you care to. All you need to do is to 
work up a mixture of high sounding words and 
extravagant claims, then fail to make those claims 
good. At the same time, you can make it a real 
investment by talking through it to the people of 
your community in a human, interesting and truth- 
ful way, and making good on everything you say. 


If your advertising is an expense, the fault is 
yours. 


Sell the Pnblie What It Wants 
VODAY more than ever the success of retail 


hardware merchandising hinges on an accurate 

knowledge of what the public wants. Inci- 
dentally, it is well to remember that the public, like 
the individual, changes its mind frequently. What 
the public wants today it may have no desire for 
within a few weeks or: months. It therefore be- 
hooves every retail merchant to keep a very careful 
check on the public wants. 


This is particularly true in the hardware business 
because of the tremendous number of items and 
lines carried in a modern hardware store. The 
profits of a hardware merchant are tied up in those 
lines and items until they are all sold. When any 
line or item loses public favor and fails to sell, the 
merchant loses not only the profit he expected to 
make but also the cost of the merchandise and the 
overhead expense entailed in buying, storing, dis- 
playing, advertising and finally keeping it. 

A big part of the merchant’s job today is keeping 
closely in touch with what the public will buy and 
pay for. This includes anticipating future “good 
sellers” when things now wanted have lost their 
appeal. It is fully as important to know what to un- 
load and when as it is to know what to stock and 
when to stock it. 


Public demand will eventually tell a merchant 
what to stock, and the loss of not having it sooner 
is more or less problematical. Lack of demand 
will just as surely tell him when the public has 
stopped wanting certain merchandise, but then the 
loss is real on whatever of that merchandise remains 
in his stock. 





THE OSBORN 


1931 
WALL BRUSH 


Thrifty customers will, recognize value 


in the Osborn No. 1931 Wall Brush. 


Brilliant colored handles... bright nickel 
ferrules . . . full body bristle .. . Osborn 


duality throughout . . . what a brush! 


Twelve in an attractive box make a 
handsome counter display. Here’s a 


business getter . . . no doubt about it. 


Complete details upon reduest. 


The Osborn No. Tne OSBORN MANUFACTURING LOMPANY 
eae ee 5401 HAMILTON AVENUE - CLEVELAND, OHIO 


oat oe on Sales Branches: ifs 

ony eo tae New York - Detroit - Chicago + San Francisco + Los Angeles 
shaped to contour 

of the hand. (Illus- 

tration is smaller 

than actual size). 


This box of one 
dozen Osborn No. 
19313 %" Wall 
Brushes makes 
an attractive 
counter display. 
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Odd Items and Cap Screws 
Add 25% to Tool Sales 


N investment of $50 in odd 
A items, in the tool line, 

which have admittedly in- 
frequent sale, plus a com- 
plete stock of cap screws inven- 
toried at $200, have provided 
the necessary ammunition for 
the Rio Grande Hardware & 
Supply Co., San Benito, Texas 
to increase tool department sales 
25 per cent. This improvement 
took place about three years ago, 
just about the time convention 
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San Benito, Texas, 

firm makes $250 in- 

vestment put life in its 
tool department. 


speakers were working overtime 
trying to prove that there wasn’t 
much tool business left. 

The odd items, number about 
25 and include tools that are 
sold once a year or even less. 
There are certain sizes and types 


of miter boxes, squares, gages. 
etc., which have a highly special- 
ized use but which on a severe 
stock control basis would not be 
handled. However they do have 
a definite market, which even 
though limited is important. On 
some of these items Rio Grande 
carries but one in stock. If on 
the display panel, it will be fast- 
ened so that it can be removed 


for sale and a replacement or- 
(Continued on page 70) 
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The 


7 


Mlerchandising Laeas of a 


Country 


How Dent's of 
Drayden, Md., do 


va O explain 
ike meth- 
ods we 
employ in going 
after business it 
may be necessary 
to explain the lo- 
cation in which 
we are situated and local con- 
ditions, although human na- 
ture is the same the world 
over,” says James E. Dent of 
J. W. Dent & Sons, a general 
merchandise store operated at 
Drayden, Maryland, along the 
historic St. Mary’s and Potomac 
Rivers. 

“We are practically sur- 
rounded by water. We are in 
the heart of the fishing and boat 
trade. Porto Bello is our ship- 
ping point. Lord Calvert and 
Lord Baltimore settled here and 


24 


a big town busi- 
ness far from the 
bright lights and 
30 miles from the 
nearest railroad . . 


it is very old 
country. In many 
cases the mode 
of living down 
here is like it was 
a hundred years 
ago. St. Mary’s 
county is one of 
the oldest in the country. Peo- 
ple come here from miles around 
over country dirt roads. Far- 
mers bring in their eggs in bas- 
kets and use them as money, or 
a medium of exchange or bring 


in butter with which to purchase 


hardware, farm and garden 
needs, or calico dresses, yard 
goods, and linoleum; or local 
fishermen will bring in soft- 
shelled crabs and fresh fish in 
exchange for fisherman’s sup- 
plies, nets, outboard motors, 
fishing tackle, etc. 


Crossroads 


“We also have the local Post 
Office which brings a lot of peo- 
ple to the store to get their mail 
and invariably they make pur- 
chases. . 

“My father began this busi- 
ness in our present location 
thirty-two years ago, and the 
business is now being conducted 
by my mother, my older brother, 
Benjamin E. Dent, and myself. 

“Our whole attitude of doing 
business is on a creative basis. 
We create good will, and take a 
personal interest in our custo- 
mers and make them feel at 
home. We try to see how well 
we can serve them instead of 
how much we can get out of 
them. 

“The trend of most merchants 
is to talk about the evil effects 
of competition. We have gotten 
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all that out of our system. We 
haven’t any competitors any 
more. We run our store just as 
if it was the only one on earth. 
Of course, we have stores all 
around us and there is plenty of 
mail order competition. 

“We have advertised ever 
since we started: road signs, 
premiums, circular letters and 
so forth. We use a local news- 
paper—The St. Mary’s Beacon 
—regularly, every week. We 
keep in touch with our custom- 
ers by mailing lists, taking in an 
area of about 50 miles and cov- 
ering every rural and suburban 
home in our trade area, and we 
have something to mail them al- 
most every month. 

“We get the best results, how- 
ever, by calling on them person- 
ally at regular and frequent in- 
tervals. We have a delivery 
truck and we take orders. It is 
not at all unusual for us to get 
orders from $50 to $100 in one 
afternoon. We cater to an area of 
forty miles in Southern Mary- 
land, along the Potomac River 
and its tributaries, like the St. 
Mary’s River. We know all the 
people here and have to give a 
lot of credit. And so we do a 
big credit business because we 
have been here so long and know 
everybody. We comb the coun- 
try for miles around, and de- 
liver every day to nearby sum- 
mer resorts and summer colo- 
nies. We use two delivery trucks 
the year round. 

“We do a large business in 
the summer months for those 
having cottages along the 
shores, and who are living at the 
beach from May through Oc- 
tober. We deliver there and 
take orders. 

“The mail order houses are 
our strongest competitors. The 
mail order catalog—the bible, 
we call it—is in extensive use 
hereabouts, but we get more than 


SEPTEMBER 3, 1931 





a fair share of the business to be 
had because we can sell as cheap 
as the mail order houses. We 
also feature our telephone num- 
ber prominently in our adver- 
tising and on our billheads and 
let people know that we are as 
near as their telephone. For those 
not having telephones we stress 
the fact that we pay special at- 
tention to mail orders and that 
even a post card will bring them 
what they want when they want 
it. 

“We carry furniture, paints, 
ropes and supplies for boatmen, 
fishing tackle and everything in 
that line, hardware, farm imple- 
ments, fertilizer, sporting goods, 
toys, hats, and a big line of boots 
and shoes. In fact, we carry 
anything from a toothpick to a 
coffin, and have about $40,000 
worth of stock. 

“All of our merchandise is 
shipped in by boat, or trucks 
bring it in, though there is no 


regular truck line and. we are 
about 80 miles from Washing- 
ton, and 100 miles from Balti- 
more. The nearest railroad is 
30 miles away. They are still 
using the old ox teams here. 

“We are open every day in 
the week in the summer, Sun- 
days also. The biggest sale we 
ever had was last summer when 
we sold close to $10,000 on a 
special sale of ten days—almost 
a thousand dollars a day. We 
sold only small stuff, ice boxes 
being the biggest thing, and $25 
the highest article sold. We re- 
arranged the store so that people 
just picked things up. The first 
day’s sales were $1500 and we 
had from 400 to 500 people dur- 
ing the first day. 

“We have a large yearly turn- 
over in all of our lines, on an 
average of four to six times a 
year, depending upon the items. 
We buy in fairly large quanti- 


(See next page) 





The Country General Store Has Not Passed Yet 


is be- 
than 


While modernization 
coming more __ general 


ever, there are still many stores 
scattered throughout the country 


resembling this one in a rural 
community in Tennessee. They 
continue because they render a 
definite service. 








ties, but everything that is bought 
is carefully scrutinized to see if 
it would be worthy of the price 
the customer will be asked to 
pay for it. It is, no doubt, this 
stressing of this quality idea 
that has brought and held trade, 
even as much as the careful pric- 
ing of merchandise. Our mark 


ups are always within reason 
and never too high. 

“Our overhead is low because 
my mother, my brother and my- 
self do practically all of the 


work. We employ two women 
and one man who stay here all 
the year round, and live right on 
the premises. In the summer- 
time, we employ two extra girls. 

“We aim to give our custom- 
ers honest merchandise at hon- 
est prices, and we go to almost 
any extent to make goods satis- 
factory if there is any disap- 
pointment on the part of a 
buyer. 

“Price inducement is neces- 
sary to attract trade—not cut 


rate business—but owing to the 
activity of the mail order peo- 
ple, we must meet their prices 
as nearly as we can. We try to 
give the customer what he pays 
for which is very essential in a 
community where everyone 
knows everybody else.” 

It is an astounding thing to do 
a business of almost a thousand 
dollars .a day in the country, 
with no houses around and off 
the main road and paved high- 
way, but Dent’s do it. 





Harold Stevens, of the Valentine Hardware Co., Boulder, Colo., produced this hardware hat show. Its humor and 
ingenuity is worthy of notice. Not content with a clever arrangement of the utensils into headgear, he has written 
some show cards that provoked smiles. Reading from left to right these cards are: “This little Chapeau from Paris, 
Knocks ’em cold. Je ne sais pas”; The Mussolini Bonnet for swelled heads. Note, the trimming is sash cord, not 
spaghetti. Apologies have already been cabled to the Italian Government for this outrage”; “The ‘Ben Bernie’ 
’elment as worn by the King’s men. An awfully dashing, snappy little ’at, eh wot?” “The Gunga Din or Water Boy 
Turban from the Far East. Intriguingly Different”; “The ‘Divorcee’ from Reno. A Wide Open Model. This hat 
should be worn at least 60 days to become effective (can of separator oil)”; Front row, left to right: “The ‘Janitress’ 
for every day wear. We are overstocked on this model and are cleaning them out to the bare walls;” “Complete New 
Spring Showing of famous ‘Pony’ and ‘Cowboy’ brand Footwear”; “The Aimee McPherson Sole-saver or Angel 
Food Hat, direct from Los Angeles. For man, woman or child”; “Banana-cure Instruments. Spreading Chestnut 
Tree brand. For the Home or the Professional. Ask for Madam —— at the Nail Counter”; “The Al Capone, di- 
rect from Chicago. A most elusive model and it’s all wet.” 
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By SAUNDERS NORVELL 


EARS ago when I was a 
sales manager, the Pres- 
ident of my company came 
to me one day and said:—“Our 
salesman, Mr. X, is in my office. 
I am going to have a talk with 
him, so tell me one of his idio- 
syncrasies so that I can show a 
familiarity with his work.” To 
this I replied: “Mr. X. is a very 
peculiar salesman. He believes 
in the one price theory. He 
thinks he should treat all of his 
customers exactly alike. He 
therefore sells all of his goods at 
one price, regardless of credit, 
amount of business, or any other 
consideration.” The President 
then went back to his. office to 
talk to Mr. X. 

At that time we had in our 
catalogs two prices, a high price 
and a low one. The low prices 
were called “A” prices, and the 
high prices “B” prices. After 
about fifteen minutes, the Presi- 
dent called me into his office and 
I sat there and listened to him 
talk to this salesman about the 
great mistake of just having one 
price. He didn’t give the sales- 
man a chance to answer. He 
explained to him that on some 
trade we took great credit risks, 
that other trade bought in trifling 
quantities, and their orders were 
quite expensive to handle, and 
so on, ad infinitum. Finally he 
had to stop for breath. Mr. X., 
the salesman, grasped the oppor- 
tunity and said:—“Yes sir, all 
you say is true. I know it is true. 
It is also true that I believe in 
selling all of my trade at the 
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Price Racketeering 


same price, but please remem- 
ber, I only sell at the high 
price.” 

That was many years ago. The 
salesman’s name was Duncan, 
and he traveled Illinois. Strange 
as it may appear to a good many 
salesmen, he enjoyed a_ very 
large business and stood very 
high with his trade. Duncan 
was a man of fine character, and 
I afterwards heard that he con- 
stantly emphasized the fact with 


his customers that he was a one- | 


price man. 

My old friend Duncan would 
hardly fit in with these times. 
Salesmen these days are always 
looking for the lowest price. 
When they find that someone has 
given an extra five, they are so 
delighted that they crow like a 
rooster, or cackle like a hen that 
has just laid an egg. What plea- 
sure and delight they take in 
writing their house about this ex- 
tra five they have found! Little 
Jack Horner who “stuck in his 
thumb and pulled out a plum” 
wasn’t any prouder than some of 
these modern salesmen in their 
search for extra fives. 

Then this theory of meeting 
competition seems to spread to 
the sales managers. They are 
also more impressed with find- 
ing cut prices than regular 
prices. So we find that prices 
are “beared” first of all by the 
retail dealer. Then they are 
“heared” by the salesmen. Then 
by the sales managers, and then 
the average jobber is a constant 
“bear” on everything he buys. 
With manufacturers trying to 
keep their plants busy, it takes 


some nerve and backbone to 
stand all of these “bear” attacks. 
It is this pressure for lower 
prices that of course leads to 
general reductions, and the sacri- 
fice first of part of the profit, 
and then of all the profit. This 
phenomenon of an almost uni- 
versal desire to “bear” prices is 
a curious thing to study. Of 
course when a manufacturer has 
been compelled to yield to the 
constant pressure for lower 
prices on his product, he natu- 
rally turns to the people from 
whom he buys his raw materials, 
and demands concessions to help 
him out. So the retail dealer, who 
manages by pitting one salesman 
against another, to secure an ex- 
tra five, passes along this de- 
mand to the jobber. The jobber 
in turn passes it to the manufac- 
turer, and the manufacturer in 
turn passes it to the people from 
whom he buys his raw materials. 

In the period through which 
we are passing, in many lines of 
goods absolutely nothing can be 
done to increase the general de- 
mand. Suppose this demand has 
shrunk, say,’ 25 per cent, on ac- 
count of the times. Then there is 
just 25 per cent less business to 
be passed around to retailers, job- 
bers and manufacturers. Now, if 
the retailers, jobbers and manu- 
facturers not only have to suffer 
a reduction in volume, but if 
each of them in turn insists upon 
a cut price, then all down the 
line not only is the volume of 
business reduced but so is the 
profit on this reduced volume of 
business. Then when profits are 

(Continued on page 71) 








Another 
Old Veteran Story 


by 
MURRAY C. FRENCH 


HasH 


Serving It Occasionally Helps 


Keep the Odds and Ends Cleaned Up 


OB, every time I eat one 
of your Julia’s fine 
meals I’m reminded of 

how much the hardware business 
is like the business of eating.” 

The Old Veteran settled down 
into the big easy chair. 

“You mean it’s a big expense 
but a lot of fun, eh?” laughed 
Bob Butler, the hardware man, 
at whose home the Old Veteran 
was a guest for the evening. 

“Yes, but not exactly. Eating 
is fine, but only when you have 
a rarin’ good appetite. When 
you don’t feel like eating then a 


lot of food only sickens you. 

“Same in a hardware store. 
If you buy a big quantity of new 
goods when you have enough al- 
ready, no matter how fine the 
merchandise is, some of it is 
mighty liable to go sour on your 
hands. A real healthy hardware 
store always aims to be reason- 
ably hungry for goods. Never 
fed up entirely. 

“And a good appetite depends 
mostly on elimination. That’s 
just another name for selling. 
Maybe you never thought of it, 
but the merchandise you don’t 


sell—that lies too long in your 
stomach—that’s what makes a 
fellow sick.” 

“Anyway,” said Bob, “you 
never hear of a person—or a 
store—starving to death.” 

“Never! They rot to death! 
When a business gets sick the 
average merchant right away 
thinks he’s got to shove a lot of 
new goods down its throat. Yet 
the chances are it needs a big 
black pill instead. 

“A rousing sale—a thorough 
elimination—would put many a 
sick hardware store on its feet. 
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Just because it would create a 
healthy appetite for new goods. 
Even though it made them sicker 
for a few days the cleaning out 
would do them good.” 

“There’s no doubt,” Bob 
agreed, “that clean stocks are 
healthy stocks. But how to do 
it—that’s something else.” 

“Well, let’s see how your wife 
Julia does it. The best of cooks, 
you know, accumulate odds and 
ends, a little of this and a little 
of that. They can’t judge before- 
hand exactly how much of each 
dish will be consumed, any more 
than the best hardware man can 
tell just how many of each item 


will be needed. 
It Pleases the Customers 


“So that’s why the cook has 
hash now and then to clean up 
those odds and ends. Hash pro- 
motes kitchen efficiency and a 
good hash pleases the customers 
too—er, I mean the guests. 

“Same in the hardware store. 
Your odds and ends, your hash, 
can be served up every little 
while in a way that will do the 
store good and at the same time 
delight the customers. 

“And remember folks are par- 
ticular that their hash be clean. 
So when you get out your odds 
and ends be sure to season them 
up. Polish up the dull spots, 
clean up the dirty parts, dust out 
the corners, give them a promi- 
nent place in the store and make 
the prices so tempting that the 
people can’t resist. 

“But remember, Bob, even if 
your Julia should serve hash too 
often it would soon lose its ap- 
peal.” 

“I get you,” Butler interrupt- 
ed. “I mustn’t make a ‘hash 
house’ out of a perfectly good 
hardware store. If I stage too 
many sales—too much elimina- 
tion—folks will soon get sick of 
it all.” 

“And do you know how your 
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Julia avoids having too much 
hash? Because she understands 
stock control, only she calls it 
‘balanced rations,’ I think. She 
has kept her eyes open and knows 
pretty close just what proportions 
of merchandise—I mean victuals 
—she will need. 

“Just because the carrots look 
good she doesn’t overbuy on car- 
rots. If she did there would be 
a surplus of carrots in the hash. 
No sir, she knows her vitamins. 

“She knows that a_ small 
amount of well selected and 
properly proportioned food gen- 
erates more energy than a ton of 
careless fodder. In the same 
way a few small orders of just- 
what-he-needs merchandise nour- 
ishes a hardware store more than 
a lot of big orders bought catch- 
as-catch-can without sufficient 
thought.” 

Butler nodded his head. “Yes 
sir, Old Vet, keeping a well bal- 
anced stock is one of the hardest 
jobs in the store. Almost before 
you know it the stock gets low on 
the good sellers and high on the 
slow movers.” 

“That’s where separate depart- 
ment figures help,” the Old Vet- 
eran went on. “They tell how 





much of each kind of vitamin is 
needed to keep the stock balanced 
and healthy. 

“Julia may not know it but 
she understands turnover better 
than many merchants. She knows 
if she keeps only one day’s supply 
of food on hand you will always 
have fresh food. If she kept a 
week’s supply she would be serv- 
ing week-old meals; a month’s 
supply on hand would mean 
month-old meals. 

“So she keeps as little as pos- 
sible on the shelf, not particularly 
because of the smaller invest- 
ment but because she knows the 
less she has the fresher it is. 
Quantity discounts don’t tempt 
her a bit on perishable stuff. 

“Hardware is no different. It 
is all perishable to some degree. 
The longer it stays in stock the 
more it loses of that fresh, clean, 
crisp, new look. It even becomes 
stale to the salesman. 

“Believe me, Bob, customers 
recognize old stock just as readily 
as you and I detect stale food. 
They may not mention it but they 
do like to trade where everything 
is spic and span, fresh and new. 

“And just as there is no one 

(Continued on page 69) 








What Do You Mean by “HASH”? 


AYBE you think hash is just a mixture 
of what’s left over from other meals. 
That is only partly true, and hash wouldn’t 






be worth eating if it were entirely true. 
This absorbing story by Murray C. French 
will give you something to think about 
concerning hash and you will find much 
that can be applied to your selling prob- 
lem. Follow this series of complete busi- 
ness stories in Hardware Age, the first 


issue of each month. 









By 





TELEPHONE 


HE telephone is a very im- 
ik adjunct to sales in 

this day and age. With a 
*phone in practically every home, 
there is an opportunity for the 
retail salesman to maintain regu- 
lar contacts with customers who 
do not come into the store as 
often as he would like to see 
them. 

Also, there is still an element 
of fascination about a telephone. 
Most people like to receive tele- 
phone calls. They regard it as 
a mark of personal attention, and 
it rather flatters their vanity. 
This human characteristic allows 
the progressive merchant to list 
his telephone as one of his great- 
est assets for increasing sales. 

Telephone selling, however, 
differs greatly from selling in- 
side the store. There are, of 
course, the same three steps lead- 
ing to a completed sale, but they 
require different handling. There 
must still be the proper approach, 
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the creating of favorable atten- 
tion, and the awakening of de- 
sire, but all these must be at- 
tained without the strongest fac- 
tor in over-the-counter selling— 
the actual demonstration of the 
merchandise. 

In considering the first step, 
the question of voice naturally 
arises. If your voice sounds cold, 
hard, harsh, raspy or “whiney” 
over the wire, then it is up to you 
to either cultivate a more pleas- 
ing tone or keep away from the 
telephone. The matter of proper 
approach is largely a matter of 
a pleasing voice, coupled with an 
intimation of service and an im- 
plied complement to the cus- 
tomer. 

Let us presume that the store 
has just received a shipment of 
fine glass oven ware. You might 
call up Mrs. Blank, using an 
approach something like this: 
“Good morning, Mrs. Blank, this 
is Mr. Brown of the Jones Hard- 


Twenty-seventh of a 

series of short articles 

for the man on the 
sales floor. 


ware Co. We have just received 
a shipment of very beautiful and 
serviceable glass baking ware, 
including all the newest patterns. 
Knowing that you are always in- 
terested in anything especially 
nice for the kitchen, I am call- 
ing to tell you about this ship- 
ment, etc.” 

An approach of this kind, in 
a pleasant voice, will usually be 
taken as a compliment, and will 
help to create favorable atten- 
tion. Next comes the awakening 
of desire, which is accomplished 
by telling her about the ware, its 
beauty, its usefulness, and what 
it will do to make her culinary 
efforts more attractive and appe- 
tizing. Since you cannot place 
the article in her hands, your de- 
scription of it must be such as to 
give her a mental picture of it. 
Telephone sales require much 
more in the way of descriptive 
talks than do sales inside the 
store. They also require more 
tact in the form of implied com- 
pliments to the customer. In fact, 
the greatest lever in a "phone sale 
is the implication that the cus- 
tomer is one whom the salesman 
particularly wishes to favor. 

Often the sale is completed 
over the ’phone and the article 
is sent out on approval. More 
often the call results in the cus- 
tomer coming to the store to look 
over the line mentioned. This 
affords opportunity for added 
sales. 

The constant use of the tele- 
phone in selling requires a care- 
fully prepared list of prospects, 
grouped according to the mer- 
chandise each type of customer 
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can use to advantage. It means 
a list of houses wired for elec- 
tricity; a list of better class 
homes; lists of farmers, mechan- 
ics, sportsmen, automobile own- 
ers, etc. It likewise means care- 
ful attention to all new additions 
to stock, especially those items 


which are novel or seasonable. 

Finally, the success of tele- 
phone selling depends greatly 
upon courteous attention to those 
brought into the store through 
the medium of the ’phone call 
and careful handling of all or- 
ders received over the wire. 





Davenport Hardware Firm Reports a Growing Demand 
for Electric Tools 


Harry Pott, who has charge of the 
tool department in the wholesale and 
retail hardware establishment of 
Louis Hanssen’s Sons, Davenport, 
Iowa, declares that the demand for 
electric tools continues to grow very 
rapidly. Through stocking a com- 
plete line of electric tools and dis- 
playing them prominently, Mr. Pott 
stated, that the firm has been able to 
offset the effects of a shrinking vol- 
ume of business in some types of 
hand tools. 

A good volume of business in elec- 





trically powered tools has been se- 
cured from nearby manufacturing 
plants and shops where the time and 
labor saving merits of equipment of 
this type are fully appreciated. An 
example of the firm’s efforts to direct 
the public’s attention to electric tools 
is provided by the accompanying il- 
lustration of the attractive Hanssen’s 
It will be noted that the 


island show window features many 


store front. 


different types of electric tools in a 
manner that compels the attention of 
passersby. 











Over 50 Yerrs of Honorable 
Service 


We Thank You— 


Despite the great decline in 
prices of Hardware—(which we 
are passing on to our patrons) 
our volume has more than kept 
up with former years. 

We thank you for appreciat- 
ing our efforts to give our 
Home City in Variety and Qual- 
ity a store to be proud of. 

You can ALWAYS get what 
you want at Neudorff’s is a 
usual expression. 

Two years ago Rim Door 
Locks were 60c.; now 35c. 

Cylinder Night Latches were 
$2.25; now $1.25. 

Mortice Lock Sets, 75c.; now 
45c. Nails, 20% less. 

In fact, all items except pat- 
ented ones. 

Get our prices—declines will 
surprise you. Help us to make 
it a better store without intrud- 
ing on other exclusive stores. 


NEUDORFF HDW. CO. 
114 So. 4th St. 











The above advertisement of the Neu- 
dorff Hardware Co., St. Joseph, Mo., 
shows how this firm has sought to 
show the effect of lower prices and that 
they are able to pass on some of the 
savings to customers. 


;} LOUIS HANSSEN'’S SONS 
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Photo courtesy W. C. Heller & Co., Montpelier, Ohio 


This neighborhood store displays a well assorted stock 
to good advantage, saves room and makes buying easy. 
It is the store of A. Sussman, Brooklyn, N. Y 


What Does a Man Like 


in Hardware Store Display and 


By JOHN H. GANZER 


N making displays that at- 
I tract the woman customer, 

we cannot afford to forget 
the man. 

Some merchants feel that any- 
thing is good enough for men 
customers, but the experience of 
the more successful hardware 
merchants proves conclusively 
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Arrangement 


that there are some features in 
hardware store arrangement and 
display that men like and that 
will help them to buy more. 

The woman is the shopper, 
but don’t fool yourself too far 
here. There are a great many 
women that have a devil of a 
time keeping their husbands out 
of the ten cents to a dollar store 
on Saturday night. 


After all the man of the house 
likes to wander through aisles of 
merchandise and see the new 
things that continually appear 
just about as well as his wife 
does. 

For this reason every hard- 
ware store should have its appeal 
to the man. Tools, sporting 
goods, fishing tackle, auto acces- 
sories, electrical and radio mer- 
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chandise are all men’s lines and 
should be displayed openly 
where they can be easily ex- 
amined and purchased. 

If you don’t believe this take 
a walk through the dollar store 
and see the men around the hard- 
ware counter. You will see that 
they are buying too. 

Toys should also be placed 
where they are accessible to the 
men’s part of the store. Every 
father likes to buy toys, espe- 
cially mechanical ones, for his 
youngster to play with, and the 
fun he has with the toys himself 
is a big inducement to buy. 

Tool and hardware displays 
for the mechanic should be ar- 
ranged in such form that a com- 
parison of styles and sizes is 
easy. 

For this purpose it is hard to 
beat the display door as all sizes 
can be placed side by side mak- 
ing comparison easy, and enab- 
ling the mechanic to quickly de- 





In the rush to arrange stores to please 
women customers, remember to include the 


man in the picture also. : ; ‘ ; 


termine which size or style suits 
his purpose best. 

Builders’ and cabinet hard- 
ware is another line that offers 
unusual opportunity for display 
on the wall panel. There are so 
many styles, sizes and finishes of 
this class of merchandise that 
without display doors much time 
is lost both for the salesperson 
and the customer. 

In the sporting goods depart- 
ment, such things as a driving 
range for golf and plenty of 
room to try fish rods, baseball 
bats and other items is a big help 
where room permits. 

In some stores these facilities 
can be provided in a basement 
or second-story room, but care 


should be exercised to see that 
the merchandise is not too far re- 
moved from the main storeroom 
where customers will not see it. 

Display your merchandise to 
draw the women’s trade to your 
store, but while you are doing it, 
give dad and the boys a chance 
as well. 


Follow these articles 
on Planning a Hard- 
ware Store for Profit, 
by Mr. Ganzer, ap- 
pearing in Hardware 
Age the 
first issue 
of each 
month. 





Man or woman would have no trouble buying in the store of Harry Robinson, Rahway, N. J. The open display allows 
the merchandise to sell itself. 
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A Pleasant Shopping Atmosphere Helps 


Keep Suburban Trade 
in the Suburbs 


4 ROVIDE the public with 
P: pleasant atmosphere 
for doing their hardware 
shopping and they won’t be so 
apt to go down town to the vari- 
ety stores,” points out Charles 
Zimmer, Jr., of the Charles Zim- 
mer Hardware Co. in Covington, 
Ky., just across the river from 
Cincinnati. This store was re- 
cently rearranged and modern- 
ized. 

Zimmer’s hardware store is 
one of the most attractive in the 
Cincinnati section, but its loca- 
tion at the city limits of Coving- 
ton prevents the store from get- 
ting pedestrian business. Almost 
the whole trade of the firm comes 
from people who drive in from 


Charles Zimmer of Cov- 
ington, Ky., is so located 
that practically no ped- 
estrians can trade with 
him. But he gets enough 
trade from motorists to 
maintain the fine store 
pictured here. 


By TRUMAN MILLS 


the outlying suburbs, call up on 
the telephone, or are on the way 
to and from Cincinnati. 

The store is all on one floor, 
and the brick building, which 
was constructed six years ago 
especially for the purpose, has 
an interior that resembles very 


much a large downtown depart- 
ment store. One of the main fea- 
tures of the interior is a central 
office, right in the middle of the 
store, which Mr. Zimmer points 
out is ideal from the standpoint 
of arrangement. 

“This enables our bookkeeper 
to answer telephone calls,” he 
says, “‘and if some information 
is to be conveyed to any of us in 
the store, she can do it without 
moving from her place While we 
are waiting on customers or go- 
ing over the stock, we can also 
communicate wants to her, thus 
making it possible for us to keep 
the stock right. Having some- 
one in the middle of the store 
within plain view of every part 

also has a psycho- 
logical effect in 
keeping down petty 
thievery. This way 
there is always 
someone on_ the 
floor. In addition 
the plan cuts down 
the help that is 
needed to carry 
on the work.” 
The _ spacious- 
ness of the store, 
the open display 
tables manufac- 
tured by W. C. 
Heller & Co. of 
Montpelier, Ohio, 


the neat and smart 
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price tickets on everything, the 
attractive cabinets lining the 
walls with all items out in plain 
view, the order and cleanliness 
that prevail in the store, and the 
courtesy and helpfulness of the 
store-owners and assistants—are 
just a few of the outstanding fea- 
tures that help make customers 
feel at home there. : 

At the front entrance is a scale 
where the customer may weigh 
herself, back near the office is a 
drinking fountain, and in the 
rear are toilet rooms for both 
men and women. Store employ- 
ees wear gray coats so that they 
may be distinguished from cus- 
tomers. Two telephone lines 
come into the store for facilitat- 
ing calls. The floors are kept 
scrupulously clean. 

Radios and electric refriger- 
ators are located in the front of 
the store. They are effectively 
displayed and chairs are grouped 
around them so that the customer 
may look ‘them over at her ease. 
No outside men are being em- 
ployed at present. 

A special display unit for 
screen doors, window screens 


and grills consists of a movable 
rack with an upright to which 
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The Zimmer hardware store 
in Covington, Ky., with the 
atmosphere that builds trade. 


are attached several screen doors 
hinged to the upright. Along- 
side these on the base of the rack 
window screens of different 
sizes as well as grills are dis- 
played. On the end of the rack 
are latches, hinges, hooks and 
various items of small hardware 
going with this merchandise. 
Thus in one compact unit it is 
possible to display and demon- 
strate everything in the screen 
line. 

A good display cabinet for 
paints stands about five feet high 
and is around eight feet square. 
On the four sides are hung slats 
painted in different colors. The 
interior is shelved for keeping 
color cards. 

The store is assured of attrac- 
tive price tickets through the use 
of a_ticket-making machine. 
This helps give the stock a smart 
appearance when displayed. 

Mr. Zimmer points out the 
great value of keeping floors in 
good condition. The floors serve 
as a background for the tables 
and the merchandise, and they 
either make or mar the appear- 





ance of the store. That this is an 
important point not given sufh- 
cient consideration by many 
store owners is quite obvious 
when one looks at the store as 
it is and then tries to imagine 
how less effective it would be in 
its appearance if the floors were 
not kept dressed up. 

Aside from _ providing an 
agreeable physical atmosphere 
in the store, Zimmer’s promote 
business through a helpful and 
courteous service, mailing out of 
penny post cards once a month 
to 2300 or more persons with the 
help of an addressograph, and 
keeping attractive displays in the 
windows at all times. The store 
also uses newspaper advertising. 
Truck deliveries are made, and 
customers are urged to use the 
telephone as much as possible. 

The Charles Zimmer Hard- 
ware Co. was founded 27 years 
ago by Charles Zimmer, Sr. The 
two sons, Charles and Bert, 
bought out the father and now 
operate the store. The large 
electric sign in front made in the 
shape of a hatchet identifies the 
place, and the store’s advertising 
urges the public to deal at “The 
Sign of the Hatchet.” 
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Here Are Some Successful 


Collection 
Letters 


N\. 


MISS M. L. COLEMAN 
“Betty” 





Mempnis, Tenn. 
§ 131 


Name, 
address 


Gentlemen: 


My Boss seid to me this morning, “Miss Betty, this is “Pay 
Up" Month, and we surely must have some real money, +and itts 
up to you to get it--I'm too busy to attend to it myself.” 


Golly, I felt important--just for e minute. Then, when 1 
sew the amount of money we needed, I got dizzy end phar wey 
set in immediately. You see, I only weigh 90f, @ 
oy geve we s MAN'S size job--but I can do it, "tr you will 
Sow, here's where you come in: 
Grab your check book and your pen. 
At once won't be too soon--'Cause why, — say? 
Bille are coming in fast each day 
Meny many thanks. 
Yours very truly, 


MLO:REW 


PS: Address your mail to: 
ha tty, The Bookkeeper”, 
Bilwor th Co., 
bite Tenn. 
I want to show the Boss some real cash 


PS: Don't forget to send me an order, either--I know how 
to write ‘em up. If you don't believe it, try me. 











URING a brief absence of J. E. Dilworth 
from his Memphis, Tenn., store, Miss M. L. 
Coleman, of that firm, got out a letter to 

their entire trade, asking them to send an order. 
She told them “the boss” was away and that the 
whole works was on her shoulders. She signed it 
“Betty, the Bookkeeper.” The reaction to this letter 
was immediate and the firm received a nice lot of 
orders. That was the start of an idea. 

Miss Coleman, being thoroughly experienced in 
credit work, turned her letter writing ability to the 
matter of making collections. Here again the re- 
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J. E. DILWORTH 
“The Boss”’ 


sponse was gratifying. Miss Coleman “kidded” 
money out of debtors who had been cold to all other 
requests for payment. No particular plan of cam- 
paign was followed, letters being written to suit the 
conditions as they happened to be at the time. 

Because there is much in these letters that may 
be applied to collections in general and because of 
their novel treatment, we are reproducing a number 
of them on the page opposite. The photographic 
reproductions on these pages are typical of the form 
in which the letters were produced. 
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Name, 
Address. 


Gentlemen: 


THIRD NOTICE. 
Roses are red, violets are blue— 
I’ve been expecting a check from you. 


August account overlooked by you— 
The first is near, and rent is due. 


This is the plight we are in— 
So grab your check book and your pen. 


Send us your check for amount now 
due— 
And that will make us happy and you 
happy, too. 
Yours truly, 
J. E. Dirwortu Co. 
Betty, 
The Bookkeeper. 


Name, 


Address. 


Gentlemen: 


If you find we are correct in calling 
your attention to your account being 
overdue at this time, kindly favor us 
with your prompt remittance. The 
amount is $?. 

Just a few words on another point 
of our relationship, to show you that 
the Credit Dept. can think of some- 
thing else besides money. We crave 
Orders—all of the time. Good reasons 
are unlimited as to why additional bus- 
iness from you should be profitable to 
us both. The high quality of our mer- 
chandise is indisputable; every item 
throughout our entire line represents 
sound merchandising value. Every 
product merits and obtains ultimate 
satisfaction—nothing less. 

We are here to SERVE you to our 
mutual profit and await additional op- 
portunity to do so. Just place a nice 
Order on top of your check and send 
them both in together. 

Thank you. 

Sincerely and faithfully yours, 
J. E. Ditwortu Co. 
Credit Dept. 


Name, 
Address 


Gentlemen: 


CANDIDLY NOW— 

Is there anything wrong with this 
Statement that it hasn’t had your at- 
tention? 

Any error, any valid reason for non- 
payment? 

If there is, don’t you think we are 
entitled to know about it? 

We do, and we shall expect to hear 
from you by return mail. 

Yours very truly, 
J. E. Ditwortu Co. 
Credit Dept. 
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viCKseune oes 
NAS eURG. Miss, 
MVULE Ten * 


Name, 
Address. 
Gentlemen: 

Waiting on a Check from you is just 
like an “Old Maid” waiting for a hus- 
band. 

We get awfully excited when we 
think you are going to send us a Check, 
but just like the Husband—the Check 
doesn’t show up. 

Say, how about sending that Check 
today? We need it. 


Thanks. 
Yours truly, 
J. E. Ditwortu Co. 
Credit Dept. 
Name, 
Address. 
Gentlemen: 


We have not heard from our letter 
of ? 

I’m sure if we were to meet in per- 
son and shake hands right at this mo- 
ment, the first thing that would come 
to your mind would be the balance due 
on your account. 

Let this little reminder bring you a 
personal message: 

“We're depending on you.” 

So when you write your check for 
amount due, please accept our cheery 
“Thank you” for your promptness. 

Yours truly, 
J. E. Diwortu Co. 
Credit Dept. 





J+ 8. Dian Cu. 


Credit dent 


These letters, by their nov- 
elty brought response from 
the “hard boiled” fellows. 


Name, 


Address. 


Gentlemen: 

Third request from Broadcasting 
Station JEDCO! 

Unless our good friends exercise 
their “write” hand soon enough—well, 
vou know how it is. 

Today, please? Thanks! 

Yours truly, 
J. E. Dirwortn Co., 
Credit Dept. 


Name, 


Address. 


Gentlemen: 


This little Statement for $? goes to. 
you with two messages: 
1. If correct, Check will be appre- 
ciated. 
2. An expression of our apprecia- 
tion of courtesies extended us. 
Soliciting your further favors. 
Yours truly, 
J. E. Ditwortu Co., 
Credit Dept. 
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Here’s 


OWDY, window trimmers! 
How the time goes! Here 


we are into September, 


} 


Miore Power to 


The cutlery window is a little 
different in the matter of its con- 
struction than the usual hardware 


stop you. The dark squares on 
the checker board may be black 


in order to give life to the steel 


with cooler weather ahead for a 
long time, when people will have 
more pep and ambition to buy 
such merchandise as tools and 


store window. But don’t let that of the cutlery. The light squares 


Lots of things went un- 
cared for during those torrid 
summer days, because nobody 
had the energy to do anything 
they could postpone. Nothing is 
more powerful to attract a man’s 


cutlery. 


attention toward a hardware store 
than a snappy tool or cutlery 
window. Most men are inter- 
ested in these items. 














‘It$ Your Move 


Take & look 
these ee. 


CUTLERY 
You Cant Lose! 
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can be orange with white arrow 
shaped cards. The checker board 
should be made on compo board 
or some substantial material, as 
we want to place it a few inches 
from the glass, leaving only the 
small space at the bottom center 
in which to set up a small dis- 
play of cutlery items. This will 
make a very unusual window that 
will be seen easily from a good 
distance across the street. 
Injecting a little harmless hu- 
mor into the tool window will 
bring many a smile. The chart 
is printed herewith, enabling 
anyone who is familiar with 


»| Your Window Displays 


show card work to reproduce it 
accurately and quickly. Decide 
how many times larger you wish 
to make your reproduction than 
the chart and divide the space 
into the same number of squares 
and proceed to copy it. Letters 


These original win- 
dow displays appear 
each week in Hard- 
ware Age. Use them 
to keep yours up-to- 
the-minute. . .. . 









are placed along the top and 
numerals along the side to help 
guide the drawing. 
one can instantly locate the place 
where he is working at any time. 
The squares should be drawn 
lightly, or in chalk, so that they 
may be covered with the color or 
removed with an eraser. One ad- 
monition we would make is that 
the poster be large enough to bal- 
ance your window background 
space. A poster a size too small 
will make the window display 
look out of proportion and will 
lack the real kick that the proper 
size will give. 


In this way 
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Windows that Worked 


for Other Hardware Stores 


ERE is another batch 
H of good looking 
hardware store win- 


dow displays. They were 
used by the following: Top 
of this page, a window of 
grinding stones, and related 
items, used by the Green- 
wich Hardware Co., Green- 
wich, Conn. Left, a tool 
and household hardware 
window produced as a sug- 
gestion to their city dealers 
by Masback Hardware Co., 
New York City. 

Top of page 41, an ani- 
mated display which sold 
$450 worth of electric pow- 
er tools for James & Hawk- 
ins, Inc., at Jamaica, N. Y. 
The saw in the wax dummy’s 
hand is a slow speed model 
which gives the effect of 
actually cutting the wood. 
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The complete 
properties, _in- 
cluding back- 
drop, dummy, 
machine, wood, 
signs, complete 
instructions for 
use and a small 
photo showing 
the sample dis- 
play is available 
from _ Skilsaw, 
Inc., 3310 Elston 
Ave., Chicago. 

F. J. Prince, 
Western Iron 
Stores, Milwau- 
kee, produced 
theexcellent 
window also fea- 
turing power 
tools. 
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HARDWARE AGE 
ADVERTISING 
SERVICE 

FOR THE 

WEEK 














NDAY 


DD-1 





Our store will remain 
closed all day Monday, 
September— to pay honor 
to labor, recognized as an 
all important part of our 


industrial progress and 





prosperity, We join en- 
thusiastically with our 
employees in this celebra- 


tion of Labor Day. 


YOUR STORE NAME 























HOW ° 
T® Se 


The illustrations, layouts and 
ads supplied with this service 
are especially planned to help 
every hardware store make its 
advertising more practical and 
effective by the liberal use of 
human interest illustrations. 
Copy is always supplied in so 
far as it is practical for use by 
all of our clients. 


The description and pricing of 
the items must necessarily be 
left to the individual store in 
most cases. In writing the de- 
scriptions to give to your printer 
with the supplied ad _ layouts 
keep in mind that brief, to the 
point descriptions are the most 
effective. The style, size, colors, 
unusual features, or _ special 
economies effected by the use of 
the item should be given. If 
greatly reduced, it is sometimes 
desirable to show former as well 
as reduced price. If any ques- 
tion arises concerning the use 
of these ads, write us. You'll 
find us willing to help you sell 
more hardware at all times. 


HARRDWARE AGE. 








Here are prices that are as exciting as the ponies coming 


down the home stretch. Everyone has been specially 


priced for Fair Week. Every one will save you money. 


S-P-E-C-I-A-L-S 








0.00 


Kitchen Stool 


Enameled steel 
kitchen _ stool— 
made of heavy 
gage auto body 
steel, beautifully 
finished in baked 
enamel. All joints 
electrically welded. 








0.00 


Alarm Clocks 

One day move- 
ment. Excellent 
value. Attractive 
square shape. In- 
closed alarm bell. 
Durable, baked on 
enamel finish. 
Colors.....-. 


Pocket Knives 
Popular § size 
jack-knives with 
stainless _ steel 
blades and springs. 
Nickel plated lin- 
ings, bolsters and 
shields. Stag and 

novelty handles. 


0.00 


Buck Saws 


Blade _ of finely 
tempered steel and 
the teeth are prop- 
erly set to cut 
keenly and quickly. 
Frames are_ well 
constructed of hard 
tough wood. 


TOUR STORE DARE 








Carpet Sweeper 

Roller bearing 
sweeper — ex ra 
high quality—long 
wearing and easy 
running. The best 
sweeper we have 
ever offered. 





Paint Brushes 

Get the right 
brush for the right 
paint job. Pure 
Chinese bristles set 
in vulcanized rub- 
ber, secured by 
heavy tin ferrule. 
Hardwood handle. 




















(Listt Tennis Supplies and Prices) 


YOUR 


If You Play Tennis 


Here’s your opportunity to get sup- 
plies at rock bottom prices. Girls and 
boys going back to school will find it 
worth while to visit our sporting 
goods department. There will be 
plenty to interest them, especially the 
high quality and low prices of our 


supplies. 


STORE 


NAM E 














HARDWARE AGE 














BACK TO SCHOOL 


There are so many things to buy when the children go 
back to school and it certainly doesn’t pay to buy cheap 
shoddy things for school boys and girls. (Store Name) 
has a line of school supplies of the best quality, assuring 
satisfaction, at prices that are really astonishing. Posi- 
tively the lowest we have seen anywhere for such high 
quality merchandise. 


(List School Items with Brief 
Description and Prices) 


YOUR STORE NAME 


HARDWARE AGE 
ADVERTISING 
SERVICE 

FOR THE 


WEEK 























TO 
SCHOOL? 


You'll be judged by your luggage. You can’t afford to appear 
with shabby looking luggage. Too much that determines your 
happiness for the entire winter depends on those first impres- 
sions. Our luggage is of the exceptionally high quality, beauti- 
fully styled and finished and at prices you can afford. 





DD-10 





(List Trunks and Luggage Here) 


Gladstone Bag 
0.00 


The best looking Gladstone we have 
ever seen at this price—genuine pigskin 
at a popular price. Flexible short strap 
style—solid cast catches and lock-glazed 
leather lining. Guaranteed to give long . 
service. DD-12 


¥ OUR S&S TORE-N-AM B 





















DD-13 


Play Bridge! 


So much of the success of 
a bridge party or even a 
little home game depends on 
having a table that won’t 
“wiggle” and chairs that are 
comfortable. We carry a 
complete line of bridge tables, 
chairs and supplies—all of 
the best quality and all 
priced remarkably low. Buy 
now and enjoy the full bene- 
fit of a wide selection of 
colors and styles. 


(List Bridge Sets’ Acces- 
sories with Prices) 


YOUR STORE NAME 




















HOW - 
TO ORDER 


If you have local stereotyping 
facilities, request the complete 
sets of mats of all the adver- 
tising illustrations of these two 
pages, enclosing your check for 
$1.25. If you need mounted 
cuts order them by number 
given under each cut, listing the 
numbers in a column. Figure 
the charge of 35c. for each cut 
when less than ten cuts are 
ordered ; when ordering ten cuts 
or more figure the charge at 30c. 
for each cut ordered. Enclose 
check with order, please—this 
saves bookkeeping for small 
amounts. Send all orders to 


HARDWARE AGE 
ADVERTISING FEATURE 
239 W. 39th St. New York City 
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W. G. HUME RESIGNS AS 
V. P., NORTHWESTERN 
BARB WIRE COMPANY 


W. G. Hume resigned recently 
as vice-president of the North- 
western Barb Wire Co., Sterling, 
Ill., and is at present taking a 
much needed rest as well as at- 
tending to some personal mat- 
ters. From 1911 to 1915 he was 
connected with the St. Louis, 
Mo., office of the Pittsburgh 
Steel Co., Pittsburgh, Pa., which 
concern he left to join the Key- 
stone Steel & Wire Co., Peoria, 
Ill., as assistant sales manager. 
He served 10 years in that ca- 
pacity and then became general 
sales manager. Mr. Hume left 
the Keystone organization in 1929 
to become vice-president of the 
Northwestern Barb Wire Co. 


ADVERTISING PRODUC- 
TION DESCRIBED IN BOOK 


The Thomas Y. Crowell Co., 
393 Fourth Avenue, New York 
City, has published Carl R. 
Greer’s book entitled Advertising 
and Its Mechanical Production. 
Mr. Greer is also author of The 
Buckeye Book of Direct Adver- 
tising. The book, which is is- 
sued in one volume, listing at $5, 
contains the underlying princi- 
ples of advertising and their ap- 
plication to the daily problems of 
business. Information as to the 
mechanical processes by which 
advertisements may be most ef- 
fectively a economically pro- 
duced is given in the book. 


WAREHAM MFG. CO., INC. 
BUILDS PLANT ADDITION 


The Wareham Mfg. Co., Ware- 
ham, Mass., maker of horse, 
mule and pony shoes and other 
iron and steel products, is build- 
ing an addition to its factory 
at South Wareham, Mass. Other 
improvements in their mill and 
factory equipment are being 
made. 


Cc. D. ARMSTRONG LEAVES 
ARMSTRONG CORK CO. 


Charles D. Armstrong, chair- 
man of the board and a director, 
Armstrong Cork Co., Lancaster, 
Pa., has resigned because of ill 
health. His son, Dwight L. Arm- 
strong, vice-president in charge 





of sales, was elected as a di- 
rector, succeeding his father. The 
office of chairman of the board 
will remain vacant, according to 
the report. 

H. M. Clarke, vice-president in 
charge of production, succeeded 
the late William H. Larmier, for- 
mer treasurer, as a member of the 
board of directors. 


CHAMPLIN, FIFTY YEARS 
IN CUTLERY BUSINESS 
Tint Champlin, 

known cutlery manufacturer and 


nationally 


prominent figure in the hardware 
field, celebrated his 65th birth- 
day and the 50th anniversary of 
his association with the Catta- 
raugus Cutlery Co., Little Valley, 
N. Y. He is the son of John 


TINT CHAMPLIN 


Brown Francis Champlin, foun- 
der of the company, and was 
taken into the business by his 
father as a partner at the age of 
15. The firm was then known as 
J. B. F. Champlin & Son. 

In 1877 the company was in- 
corporated under its present 
name, at which time factory No. 
1 was built. When the founder 
of the firm died in 1907 his son 
was left to carry on the busi- 
ness. For over 20 years Tint 
Champlin has been the guiding 
hand of the business. 

Closely associated with Mr. 
Champlin have been Elmer E. 
Kelley, who entered the business 
in 1886; Claude L. Wilson and 
William C. Bushnell, both vet- 
erans of 40 years’ service. Two 





years ago Mr. Champlin relin- 
quished active control of the 
company to his oldest son, 
J. B. F., IL, who entered the 
business in 1914. Mr. Champlin 
II. is now president and his son 
Philip T., who joined the firm 
in 1919, is vice-president and 
treasurer. His daughter, Mrs. 
Hazel T. Andrew, widow of the 
late James W. Andrew, is now 
with the company in an official 
capacity, in the place of her 
husband. 


AL DUMONT JOINS 
PERRYMAN ELECTRIC CO. 


Al Dumont, for many years 
chief engineer of De Forest Radio 
Co., Jersey City, N. J., and Jen- 
kins Television Corp., has joined 
the staff of the Perryman Electric 
Co., North Bergen, N. J. Simulta- 
neously with this announcement, 
H. B. Foster, vice-president and 
general manager of the Perryman 


organization, announced plans for 
a Perryman photo-electric cell 
and Perryman plate and crater- 
arc type neon lamps. 


L. B. VALENTINE DIES; 
WAS VALENTINE V. P. 


Langdon B. Valentine, 
president and director of Valen- 
tine & Co., New York City, died 
suddenly on Aug. 26. Mr. Val- 
entine would have been 58 years 
old in October of this year. He 
was the son of Henry C. Valen- 
tine, one of the founders of Val- 


vice- 


entine & Co. 

After graduating from college 
in 1897, he entered the employ 
of Valentine & Co., which he left 
temporarily for service in the 
Spanish-American War, serving 
in Porto Rico with Squadron A 
Cavalry of New York. Upon his 
return he spent two years with 
the John Stephenson Co., Phila- 
delphia, Pa., railway coach man- 
ufacturers, and then returned to 
Valentine & Co., with whom he 
remained until the time of his 
death. 

Mr. Valentine devoted his time 
to sales activities, particularly in 
the railway and industrial fields, 
in which he had a very wide ac- 
quaintance. 
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NATIONAL ASSOCIATION 
ANNOUNCES THEME OF 
ANNUAL CONVENTION 


The National Hardware As- 
sociatien of the United States 
has announced that the theme 
of the annual convention will 
be “The Wholesalers’ Func- 
tion In Hardware Distribution.” 
Members of the American Hard- 
ware Manufacturers Association 
and of the National Retail Hard- 
ware Association will participate 
in the Wednesday morning ses- 
sion, the topic being, “Maintain- 
ing a Net Profit in Hardware 
Distribution.” The convention is 
to be held in Chicago, IIl., Oct. 
19 to 22. 


SIMMONS HDW. OF 
ATLANTA, GA., CLOSES 


CT. D. Smiley, Jr., president, 
Simmons Hardware Companies, 
announced that on account of 
present economic conditions it 
was found advisable to close the 
Atlanta house on Sept. 1. It was 
found that the larger portion of 
the Atlanta territory can be bet- 
ter served from Philadelphia, Pa., 
and St. Louis, Mo., than from At- 
lanta; therefore the former At- 
lanta territory will be served from 
St. Louis and Philadelphia. _ 

P. J. Reidelberger and Frank 
C. Johnson of the sales depart- 
ment will move their headquar- 
ters to the Philadelphia house. 
S. W. Van Hook and J. F. Prid- 
gen of the credit department will 
also move their headquarters to 
Philadelphia. 

The merchandise of the At- 
lanta house was shipped to St. 
Louis and Philadelphia. 


SAMUEL WINSLOW SKATE 
TO RESUME OPERATIONS 


George Endicott, trustee, The 
Samuel Winslow Skate Mfg. Co., 
Worcester, Mass., has announced 
that it is his intention to resume 
operations at the plant. Mr. En- 
dicott reports that a good volume 
of business has been secured, 
which will materially aid in dis- 
posing of the stock of finished 
goods on hand and the manufac- 
turing program is necessary in 
order to work up a large stock of 
skates to meet orders in hand. 











LINKWAY STORES CO. 
OPENS NEW BRANCHES 


The Linkway Stores Co. re- 
cently opened branches at Rogers 
and Fayettesville, both in Arkan- 
sas. Other stores operated in the 
same State are located at Dar- 
danelle, Russellville, Clarksville 
and Harrison. The stores handle 
hardware and furniture lines and 
are reported to be owned and 
operated entirely by residents of 
the State of Arkansas, while 
much of the merchandise sold 
by the organization is said to he 
made in the State. 





E. L. HAWLEY CO. AGENT 
FOR CONLON CORP. 


The Conlon Corp., Chicago, 
Ill., recently appointed E. L. 
Hawley Co., 149 California Street, 
San Francisco, Cal., as represen- 
tative for northern California. 
The Hawley organization has 
been handling hardware and 
electrical appliance lines for ihe 
past 17 years. 





PHONOGRAPH COMPANY, 
FADA SET DISTRIBUTORS 


Fada Radio Co., Long Island, 
N. Y., has just announced that 
wholesale distribution of Fada 
radio receivers will be handled 
by the Columbia Phonograph 
Co., New York City, in the fol- 
lowing cities and adjacent terti- 
tory: Boston, Mass., New Or- 


leans, La., Los Angeles, Cal.,. 


Seattle, Wash. Atlanta, Ga., 
Jacksonville, Fla., Dallas, Tex., 
and San Francisco, Cal. 





P. F. SCHRYER DIES 


Paul F. Schryer, general man- 
ager, works department, Interna- 
tional Harvester Co., Milwaukee, 
Wis., died Aug. 21 at his sum- 
mer home at Pewaukee Lake, 
Wis., after a long illness caused 
by heart disease. He was born 
in Sterling, Ill., 1872, and was 
associated with the International 
organization since boyhood. His 
son, Frank H. Schryer, is works 
manager of the _ International 
branch plant at Hamilton, Ont. 


W. R. STEPHENSON JOINS 
REMINGTON CUTLERY 
DIV. 


Wiil R. Stephenson has joined 
the cutlery division of the Rem- 
ington Arms Co., Inc., New York 
City. His hardware career be- 
gan many years ago when he 
traveled for a local wholesale 
hardware distributing house in 
Texas. Afterwards he spent 
many years with both Hibbard, 
Spencer, Bartlett & Co., Chicago, 
Ill., Simmons Hardware Co., St. 








Louis, Mo., in Texas, Arizona 
and the Pacific Coast. Later he 
became affiliated with the Mc- 
Kinney Mfg. Co, Pittsburgh, 
Pa., leaving that organization to 
join the Remington company. 


CORNING, SALES MGR., 
BOWEN PRODUCTS CORP. 


Clarence E. Corning was re- 
cently appointed as sales man- 
ager of the Bowen Products Co., 





Cc. E. CORNING 


Auburn, N. Y., makers of heat 
regulators and lubricating de- 
vices. He joined the organiza- 
tion in 1920 and spent two years 
in the purchasing department. In 
1922 he was transferred to the 
sales department. Mr. Corning 
was appointed manager of the 
company’s: New York City office 
in 1924, retaining that position 
until he was made sales man- 
ager. 


F. P. WINCHESTER MOVES 
OFFICES TO OAKLAND 


Fred P. Winchester, manufac- 
turers’ agent in brush lines, has 
moved his offices from 717 Mar- 
ket Street, San Francisco, Cal., 
to 415 Bellevue Avenue, Oak- 
land, Cal. 


CLARK IS SALES MGR. 
FOR J. I. CASE CO. 


William L. Clark, formerly 
sales manager, Moline Wagon 
Co., Moline, Ill., has joined the 
J. I. Case Co., Racine, Wis., as 
general sales manager. The Case 
organization makes threshing ma- 
chinery, tractors and other agri- 
cultural machinery. 


D. J. FOSS TO VISIT 
BRISTLE PLANTS IN CHINA 


Don J. Foss, general manager, 
The Wooster Brush Co., Wooster, 
Ohio, and Mrs. Foss will sail 
from Vancouver, B. C., Sept. 12 


SEPTEMBER 3, 1931 








for an extended business trip to 
the bristle producing centers of 
China. En route he will call on 
Wooster distributors in Honolulu, 
Manila and Singapore. The trip, 
which will require about four 
months, is one of the periodic 
trips made regularly by company 
officials to China for inspection 
of bristle plants, making of con- 
tracts and other business mat- 
ters. 


H. M. PARSONS JOINS 
WALKER & PRATT MFG. 


H. M. Parsons, vice-president 
of the Landers, Frary & Clark 
Co., New Britain, Conn., resigned 
that position recently to go with 
the Walker & Pratt Mfg. Co., 
Boston, Mass. He is a sales ex- 
ecutive with the Walker & Pratt 
organization, makers of ranges, 
heaters and furnaces. 


READING IRON OFFICES 
NOW IN PHILADELPHIA 


The general executive and gen- 
eral sales offices of the Reading 
Iron Co., Reading, Pa., were con- 
solidated Aug. 31. They are now 
located on the tenth floor of the 
Terminal Commerce Building, 
401 North Broad Street, Phila- 
delphia, Pa. 


S. W. GANO PASSES 


Samuel W. Gano, 73, died Aug. 
23 in Cincinnati, Ohio. Mr. Gano, 
whose family were pioneer set- 
tlers in Cincinnati, moved thirty- 
seven years ago to Piqua, Ohio, 
during which time he was a rep- 
resentative of Bostwick-Braun 
Hardware Co., Toledo, Ohio. 
Several years ago he retired and 
returned to Cincinnati. One 
daughter, three sons, a brother 
and a sister survive. 





COFFEEN, NORTHWEST- 
ERN BARB WIRE DEPT. 
HEAD 


The Northwestern Barb Wire 
Co., Sterling, Ill., has announced 
the addition to their personnel of 
Carl Coffeen as manager of the 
wire netting department. Mr. 
Coffeen was for some years dis- 
trict manager of the American 
Wire Fabrics Co., with head- 
quarters at Chicago, III. 





FINK IS TREASURER 
TOLEDO SCALE CO. 


W. A. Fink, who has been as- 
sociated with the Toledo Scale 
Co., Toledo, Ohio, for more than 
13 years, has been appointed 
treasurer of the company. 








LUDWIG, DISTRICT MGR. 
FOR MASTER LOCK CO. 
George F. Libbey, director of 
sales, Master Lock Co., Milwau- 
kee, Wis., has announced the 

promotion of Ferd W. Ludwig to 





FERD W. LUDWIG 


the position of central district 
manager for the States of Illinois, 
Indiana, Michigan and Ohio. He 
has been field representative for 
the Master Lock Co. in most of 
that territory for several years. In 
his new position Mr. Ludwig will 
be afforded greater opportunity 
for close contact with the whole- 
sale hardware distributing trade, 
according to the company. 


TOY CENTER ISSUES 

BUILDING DIRECTORY 

The Toy Center, Fifth Avenue 
Building, 20 Fifth Avenue, New 
York City, has issued a directory 
giving the names and classifica- 
tions of tenants handling or mak- 
ing various types of toys and 
novelties. The directory, which 
is issued in the form of a folder, 
printed in colors, illustrates the 
building and mentions exhibitors 
in alphabetical order and under 
the types of merchandise handled 
or manufactured. 


H. W. JOHNSON, AGENT 
FOR HARUTA & CO. 

H. W. Johnson, with display 
rooms at the Transportation 
Building, Los Angeles, Cal., has 
been appointed Pacific Coast rep- 
resentative for Haruta & Co., 141 
Fifth Avenue, New York City, 
importers of Japanese merchan- 
dise, including china dinnerware 


and crockery items. 
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RICHARDS & CONOVER HARDWARE CO. ACCEPTS | 


COTTON IN SETTLEMENT 


Announcement is made by the 
Richards & Conover Hardware 
Co., Kansas City, Mo., and Okla- 
homa City, Okla. of a plan 
whereby the firm’s dealers may 
take cotton in payment of ac- 
counts due and past due for 
hardware purchases. The an- 
nouncement, as given out by J. 
E. Woodmansee, treasurer and 
general sales manager of the 
Richards & Conover Co., is as 
follows: 

“Because of the low price of 
cotton, and consequent financial 
distress in the cotton raising dis- 
tricts (and this condition will be 
augmented as we pass into the 
winter months), we are willing to 
work with our retail dealers to 
the following extent: 

“Many dealers have extended 
liberal credit to the cotton farm- 
ers. Consequently they are car- 
rying a lot of book accounts. It 
is our purpose, therefore, to make 
this proposition to those dealers 


LOOMIS, DISTRICT MGR. 
FOR WESTINGHOUSE CO. 


E. W. Loomis has been ap- 
pointed Middle Atlantic district 
manager, Westinghouse Electric 
& Mfg. Co., East Pittsburgh, Pa., 
with headquarters in Philadel- 
phia. After graduation from col- 
lege in 1914, he entered the stu- 
dent course of the Westinghouse 
company. A year later, after 
completing his training, he was 
transferred to the sales depart- 
ment in New York. In a few 
years he was made manager of 
the mill and mining section, and 
later he was appointed manager 
of the northeastern industrial 
division, the position he held at 
the time of his new appoint- 
ment. 


G. S. SCOVEL PASSES 


George S. Scovel, 71, died re- 
cently in San Francisco, Cal., 
following an illness of several 
months caused by heart trouble. 
Until Feb. 15 this year he was 
active in the firm of Waterhouse, 
Weinstock, Scovel Co., having 
served alternately as president 
and chairman of the board of the 
company. As a young man he 
entered the hardware and metal 
business with the Paddock-Haw- 
ley Iron Co., St. Louis, Mo. 
Nearly forty years ago he went 
to California and became a part- 
ner in the Lloyd-Scovel Iron Co., 
which was sold in 1906 to Water- 
house & Lester Co. 

In 1908 he and his brother or- 
ganized the George S. & H. H. 
Scovel Co., later incorporated as 
the Scovel Iron Store Co., which 


ah 


OF OVER DUE ACCOUNTS 


who may be indebted to us: 
“We will allow a price, above 
market, to our dealers for cotton 


livered to us. This allowance 
will be in the form of a credit, 
placed to our customers’ ac- 
counts. The price we allow will 
probably be from one to one and 
a half cents higher than the mar- 
ket. 

“A Richards & Conover cus- 
tomer can pass this on to the cot- 
ton farmer by making the same 
allowance and upon receiving 
cotton gin or warehouse receipts 
from his customer the dealer can 
credit the cotton farmer’s ac- 
count accordingly. It is our pur- 
pose to carry the warehouse re- 
ceipts and gin tickets until the 
price reaches the amount paid 
by us, or, if we think it wise, it 
is our privilege to sell the cot- 
ton at any time before the price 
reaches the amount necessary for 
us to break even.” 





| was consolidated to form the 
Waterhouse, Weinstock, Scovel 
| Co. in 1927. Mr. Scovel is sur- 
vived by his widow and two sons, 
| George H. and J. Daine Scovel, 

both of whom are active in the 
| business. George H. Scovel is 


| president of the firm. 


ADDITIONAL LINES 


The Renown Trades Syndicate, 
Ahmedabad, 
distributors 
and indentors of general mer- 


| 
| FIRM IN INDIA SEEKS 
| 


Hanuman Street, 

India, wholesalers, 
chandise of every description, 
| seeks additional American lines. 
| This organization particularly re- 
| quests manufacturers of miscel- 
| laneous hardware, cutlery, paints, 
tools, machine tools, etc., to fur- 
nish catalogs and quotations, and 


carried in India. 


SIGNAL ELECTRIC MFG. 
cO. EMPLOYEES 
HOLD PICNIC 


families and friends, attended the 


11 at the John Henes Park. The 
program began at 9 a.m. and 
continued until 11 p.m., includ- 
ing baseball games, races, ath- 
letic events and dancing. 

The outing had been postponed 
twice, having originally been set 
for July 25, which day could not 
be spared owing to the volume 
of orders to be filled. Aug. 2, 





warehouse or gin certificate de- | 





advises that complete stocks are 


firm’s second annual outing Aug. | 





the date of the second postpone- 
ment, was the result of a heavy 
rain. The company provided free 
refreshments to the picnickers. 


BEACH IS PRESIDENT, 
FLEXIBLE STEEL LACING 


At a recent meeting of the 
board of directors of the Flexible 
Steel Lacing Co., Chicago, IIL. 
officers were elected. H. J. Beach 
was elected president to succeed 


H. J. BEACH 


the late P. S. Rinaldo. Other 
officers elected are: M. B. Beach, 
vice-president; H. L. Coats, sec- 
retary; P. S. Rinaldo, Jr., treas- 
urer, and J. C. Olsen, assistant 
secretary. 

H. J. Beach has been active in 
the company for nineteen years, 
having occupied executive re- 
sponsibilities in practically every 
phase of the business. Mr. 
Beach, M. B. Beach and P. S. 
Rinaldo, Jr., are sons of the foun- 
ders of the company. Mr. Coats 
continues as director of sales, 
while Mr. Ol8en continues as di- 
rector of production. 


COLEMAN SALES PLAN 
ON LAMPS, LANTERNS 


A new sales plan for dealers 
by which it is possible to make 


| a special allowance of $1.50 on 

Several hundred employees of | 
the Signal Electric Mfg. Co, | 
Menominee, Mich., together with | 


any old style or type of lamp 
or lantern, to apply on the pur- 
chase of a new Coleman pres- 
sure gas lamp or lantern, is an- 
nounced by the Coleman Lamp 
& Stove Co., Wichita, Kan. In 
making this special trade-in al- 
lowance to customers, the deal- 
er’s usual margin of profit is 
protected because of a special 
merchandise offer made to the 
dealer, by the Coleman company, 
on six-unit purchases and direct 
retail sales reported, says the 
company. 


ELLIOTT SERVICE CO. 
| PERSONNEL CHANGES 


The Elliott Service Co., Inc., 
242 West Fifty-fifth Street, New 
| York — City, has announced 
through its president, George J. 
Kadel, the appointment of R. T. 
Solenstein, manager of the indus- 
trial division, as vice-president. 
J. O. Emerson, editor of the Na- 
tional Board of Foremanship, is 
now manager of the industrial d:- 
vision. 

Mr. Solenstein has had many 
years of experience in the crea- 
tion of educational display ma- 
terial designed to stimulate the 
interest and cooperation of em- 
ployees in the prevention of acci- 
dents, elimination of waste and 
the maintenance of quality and 
quantity standards in produc- 
tion. Prior to joining the Elliott 
Service Co. in 1926 he was di- 
rector of the poster division of 
the National Safety Council. In 
his new position he will assume 
direction of more extensive re- 
search in industrial educational 
methods. Mr. Emerson has long 
specialized in foremanship train- 
ing and development work. He 
will have direct charge of pro- 
duction and distribution of the 


_|.Elliott industrial services. 


O. M. THOMPSON JOINS 
Cc. W. LASHER CO. 


O. M. Thompson recently 
joined The C. W. Lasher Co. as 
sales representative in southern 
California, with headquarters at 
820 Traction Avénue, Los An- 
geles, Cal. For the past 12 
years he was with the Dohrmann 
Commercial Co., having been as- 
sistant to H. A. Hilmer, later 
serving in a sales capacity in the 
Pacific Northwest, with head- 
quarters in Portland, Ore. The 
Lasher organization’s main office 
is located at 155 Second Street, 
San Francisco, Cal. 





F. J. TONE AWARDED 
SCHOELLKOPF MEDAL 


Frank J. Tone, president, Car- 
borundum Co., Niagara Falls, 
N. Y., has been chosen as the 
first winner of the Jacob F. 
Schoellkopf gold medal of the 
western section of the American 
Chemical Society for his work 
with the late F. A. J. Fitzger- 
ald, on the properties and com- 
mercial applications of silicon 
carbide, the production of pure 
metallic silicon and the indus- 
trial application of electrochem- 
istry. The presentation was made 
at a national meeting of the so- 
ciety held Sept. 2. Mr. Tone 
spoke at the meeting on the sub- 
ject “High-Temperature Products 
of Silicon.” 
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Hardware Demand 
Is Moderate 


New York, Sept. 2.—The 
current demand for hardware is 
moderate in character, according 
to reports received from the na- 
tion’s leading market centers, 
HarpwarkeE AGE will say tomor- 
row in its weekly market sum- 
mary. The trade has apparently 
adopted a conservative buying 
policy and is biding its time un- 
till the usual mid-summer lull 
passes. With the advent of 
autumn temperatures it is be- 
lieved that orders for fall lines 
will develop in good volume, as 
the quantity of seasonable mer- 
chandise carried over by retail- 
ers from last year is deemed 
small. Orders now being re- 
ceived embrace a wide assort- 
ment of merchandise in the 
staple classification with a lim- 
ited number of early orders for 
fall lines. 

In agricultural sections some- 
what higher trends in principal 
farm crops have resulted in a 
better trade sentiment. Prospects 
for the last four months of the 
year are considered fairly good, 
although the sales volume for 
this period is not expected to be 
on a par with 1930. August sales 
reflected somewhat more than the 
usual seasonal decline, but pros- 
pects for September appear more 
promising. 

Housewares and painting sup- 
plies are in excellent demand. 
Preserving and canning equip- 
ment and bottling supplies are 
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moving in healthy volume. Am- 
munition and hunting supplies 
are quite active, although it ap- 
pears that the government order 
shortening the duck season to 
one month will restrict sales. 
Builders’ hardware and_ items 
needed in making fall repairs 
are enjoying an improved de- 
mand. 

A somewhat easier tendency 


continues to be reflected in the 
price structure, although prices 
on most products are holding 
fairly steady under the stress of 
a relatively light demand. Major 
declines have become _ less 
numerous and several scattered 
advances have recently been an- 
nounced by manufacturers. 

Collections, in the main, may 
be characterized as fair. 





Domestic Business Conditions Charted 


(See chart on next page) 


OR the week ended Aug. 22, 
| aa weekly figures available to 

the Department of Commerce 
through the Survey of Current Busi- 
ness, indicate that bank debits outside 
New York City increased slightly from 
the preceding week but were under the 
same period in 1930. Total loans and 
discounts of Federal reserve member 
banks showed a slight decrease from 
the previous week, and were well below 
_those of a year ago. Interest rates on 
call money remained the same as for 
the past thirteen weeks, the average 
rate for the week being considerably 
below the same week last year. Time 
money rates increased after five weeks 
on the same level, but were still about 
one-half the rates for the corresponding 
week in 1930. The average price of 
representative stocks declined slightly 
from the previous week and were 37 
per cent under the average price during 
the same week last year. Bond prices 
continued the decline which has been 
under way since the second week in 
July, reaching the lowest quotation for 
the year. Number of business failures, 


as reported by R. G. Dun and«Com- 
pany, decreased slightly during the 
week and were the lowest in the past 
five weeks, but slightly in excess of the 
number of failures reported for the 
same week last year. 


Wholesale prices, as measured by 
Fisher’s composite index of 120 com- 
modities, decreased slightly, but were 


. still above the low recorded during the 


first week in August. Prices of agri- 
cultural products declined to a new low 
for the present recession, and were 32 
per cent under the same week in 1930. 
Prices of non-agricultural products also 
declined slightly, and were 10 per cent 
below last year. The price of cotton 
middling declined to a new low for the 
year, but the price of electrolytic cop- 
per remained on the same level as for 
the previous two weeks. .The composite 
iron and steel price for the week was 
the same as reported for the week 
previous, but was 5.9 per cent under 
the same week last year. 

For the week ending August 15, in- 
creases occurred over the previous week 
in bituminous coal production, cotton 
receipts, freight-car loadings and steel 
ingot production, while declines were 
recorded in cattle receipts, electric 
current production, hog receipts, lum- 
ber production, petroleum production 
and wheat receipts. For the same 
period the New York Times Composite 
Index of general business activity 
showed an increase of 0.3 point, while 
the Business Week Composite Index 
dropped 0.1 point. 








Basie Business Indicators for Week Ended Aug. 22 


As Charted in the Survey of Current Business and Compiled 
by the United States Department of Commerce 


Weekly Average 1923-1925, Inclusive=100 


Probably the most significant fact shown by the current movements of major business indicators, as charted 
below, is an uptrend in money in circulation, which within the week ended Aug. 22 went above the weekly 
average for 1923-1925, inclusive. Other upward trends are reflected in coal production, steel ingot production 
and cotton receipts. Declining trends are shown in the charts for freight car loadings, petroleum produc- 
tion, building contracts, wheat receipts, Detroit factory employment, business failures, loans and discounts Fed- 
eral Reserve member banks and bond prices. Unchanged trends are evident in the charts for the remaining 

nine indicators. 
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(Kansas City office of HARDWARE AGE) 
Kansas City, Sept. 1. 


LIGHTLY improved business con- 
ditions have been noted here dur- 
ing the past two weeks. The 

improvement is believed to be due 
primarily to the wheat situation which 
has taken a turn for the better. Some 
of the mills have been offering a pre- 
mium for wheat of a certain milling 
quality and this has stimulated the 
price to some extent, as wheat has sold 
on the local market for 52 cents a 
bushel. The fact that the price was 
just a little bit better caused a heavy 
movement to market, the receipts for 
one day recently approximating the re- 
ceipts for the peak day during the har- 
vest season. But, on the whole, taking 
the enormous amount of wheat raised 
in Kansas into consideration, the move- 
ment has not been heavy and most 
farmers are still holding their crop. 


FARMERS HOPEFUL 


The farmers are aware of the report 
that “China may purchase large con- 
signments of our wheat for famine 
sufferers,” they know that Germany 
“would like to arrange for wheat on 
credit terms,” in fact many of the 
wheat growers of this section are quite 
up-to-date on current news and they 
are sparring for market advantage. 
The wheat crop will be on the market 
before long, and it will make a bigger 


RosweE tt, N. M., Sept. 1. 


XCELLENT crops on the farms 
kK and good grass on the ranges 

offer a bright spot on the con- 
dition map in the Panhandle of Texas 
and in eastern New Mexico. Continued 
good rains throughout the territory 
have kept the ranges in splendid con- 
dition and in many localities winter 
grass is already assured. The wheat 
crop was large and row crops on the 
dry farms of Roosevelt and Curry 
Counties of New Mexico and the Pan- 
handle of Texas are all reported good. 


PECOS VALLEY 

On the irrigated farms of the Pecos 
Valley of New Mexico, cotton promises 
a normal yield which in many in- 
stances means a bale and a half to the 
acre. Alfalfa is making good yield, 
corn was never better, and the truck 


SEPTEMBER 3, 1931 





KANSAS CITY 


ROSWELL 





return to the growers than has been 
supposed. 


WHOLESALE TRADE 


Kansas City wholesalers report all 
seasonal items selling above par for 
present conditions, and year around 
items are selling steady. The orders, 
while they are not large, are increasing 
in number. The failure of the dealers 
to order in large quantities is believed 
due to the change in prices. Whole- 
salers here believe that just as soon as 
a satisfactory price situation prevails 
that the dealer will stock up as of two 
or three years ago. Whereas a couple 
of years back a dealer ordered a dozen 
of an article, he now orders only two 
or three. 


ELECTRIC FANS 


One outstanding feature of the sea- 
son’s business has been the almost un- 
precedented run on electric fans. This 
has been, no doubt, due to the way the 
summer got off to an extremely hot 
start early in the season and people 
needed fans with the thermometer reg- 
istering above a hundred, worse than 
they had for a long time. 


CUTLERY 


One wholesaler here reports encour- 
agement in the cutlery line. All kinds 
of knives are selling steady or slightly 
better. Prices are reported down a 








gardens are producing enormous crops. 
While prices are uniformly low, the 
farmer is cheered somewhat by the fact 
that the more he grows per acre, the 
less is his cost of production. 


NEW MEXICO COTTON 


While boll weevil has never been 
found in the New Mexico cotton area; 
the pink boll worm only in segregated 
spots and then not in damaging quanti- 
ties, the entire area has been under 
quarantine and all lint cotton had to 
be fumigated. The Department of 
Agriculture has recently lifted this 
quarantine so that the farmers will save 
thousands of dollars which in the past 
has gone for fumigation charges. 


TOURIST TRAVEL 


The volume of tourist travel to Ros- 
well—a big factor in the volume of 





Outlook Improves Slightly: 
Seasonal Items Are Active 


little and this has encouraged those 
who need knives to buy. The canning 
season has created a good run on all 
kinds of paring knives, and with the 
hunting season near still better sales 
are to be expected. 


SPORTING GOODS 


Sporting goods, as last month, con- 
tinue to be a leading line. Increased 
interest in all kinds of sports has been 
noted here and as a result the business 
in that field continues to show improve- 
ment. . Tennis has done well. Baseball 
continues in the running with golf 
showing no signs of falling off. 


COLLECTIONS 


Encouragement in collections has 
been shown by a check up during the 
past two weeks. Wholesalers report 
that while they are not receiving the 
money that they did three years ago, 
a little is coming in all the time and 
they are not at all alarmed over the 
failure to collect in full. 

Collections are a little better in 
Kansas than they are in Missouri, ac- 
cording to a credit man in one of the 
wholesale houses here, because in Mis- 
souri the money comes in when they 
harvest corn and in Kansas it comes 
from the wheat harvest. While there 
are a few spots in Missouri where the 
corn is not up to the average, taking 
the State as a whole the corn crop is 
very good. 


Farms and Ranges Are Bright Spots; 
Retail Trade Holding Up Very Well 


business here both winter and summer 
—is below normal but not as much 
below as reported in many portions of 
the country. 


RETAIL TRADE 


Retail trade is holding up remark- 
ably well under conditions, but is be- 
low last year’s total. Collections are 
slow and require extra effort, but are 
regarded as being better than might 
be expected under the circumstances. 


CHEAP FEEDS ACTIVE 


Cheap feeds are interesting many 
farmers in the feeding of lambs and 
calves, and the volume of this business 
will be greater than ever before. If 
this becomes a fixed custom on the 
farms, farm leaders believe it will be 
one good thing which has come out of 
the adverse conditions. 
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(Memphis Correspondent of HARDWARE AGE) 
Mempuis, Sept. 1. 


f HE Memphis hardware market is 
still trying to recover from the 
effects of the Government cotton 

report of Aug. 8. The prospect of a 
fifteen and a half million bale crop of 
cotton for 1931, added to a carry-over 
from 1930 of nearly nine million bales. 
simply paralyzed trade in the great 
Delta country, which is so essentially 
cotton and, of course, has had its effects 
on other sections of the Memphis trade 
territory. The hill sections are not so 
dependent on cotton and conditions in 
these sections are beginning to settle 
down and trade will soon be running 
along smoothly, but with restricted 
volume. 


AUGUST VOLUME 


Jobbers report their volume of sales 
for the month of August considerably 
below that of July. However, it is be- 
lieved that September will bring some 
increase and we see signs to indicate 
that people are beginning to prepare 
for a season of work in lumber inter- 
ests, although on a much smaller scale 
than usual. These indications are the 
voluntary purchase of logging tools and 
heavy harness which are noted in added 
frequency in current orders. August 
is usually a very active month in log- 
ging interests and this year they are 
getting started at logging considerably 
later than usual. However, the weather 
conditions are favorable to going out 
into the bottoms after timber. We have 
had a season of fair weather, which has 
served to dry up the bottom lands, 
thereby making it possible to get in 
after timber, and it is the prediction 
that we will have much activity in that 
respect during the month of Septem- 
ber. 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIs, Sept. 1. 


ITH the ending of the last 
month, there seemed to be 
some improvement in the vol- 


ume of business being transacted in 
many lines. The harvest and threshing 
of small grain is just about over and a 
certain percentage of the crop is being 
turned by the producers, liberating 
some money, which finds its way into 
many channels. 
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MEMPHIS 


TWIN CITIES 


PRICE ADJUSTMENTS 


Hardware jobbers. report many price 
adjustments within the past two weeks 
and it is stated that dealers and con- 
sumers are more ready to accept the 
present price situation than in the past 
several months. This frame of mind on 
the part of the consuming public, it is 
claimed, will contribute largely to the 
reestablishment of confidence and this. 
of course, will help recovery of busi- 
ness. Price changes for the past two 
weeks include such lines as_ stoves, 
ranges and heaters; small tools, includ- 
ing tinners’ snips, punches, pliers, 
wrenches, tool and household grinders 
and sharpening stones, range boilers, 
special crosscut saws, well valves and 
other well material, standard iron pipe 
fittings, soil pipe and soil pipe fittings. 
Most of these items show adjustments 
downward and are therefore in line 
with the trend of thought. There are 
still other manufacturers who have not 
shown any inclination to adjust their 
prices. There are also a number of 
manufacturers of very staple lines who 
are maintaining, at this time, prices 
that were established in the peak, and 
it is very plain to see that these manu- 
facturers are standing in the way of the 
recovery of normal business. 


COLLECTIONS 


Collections are reported to be very 
slow indeed. This, it is claimed by job- 
bers, is the hardest problem they have 
to deal with at this time. Dealers 
throughout the cotton belt owe a lot of 
money and many of these dealers have 
very heavy accounts receivable them- 
selves. Cotton, at its present price, is 
not going to more than repay the plant- 
ers what they have spent to produce 
it, and there are thousands of small 








HEADS IN NEW BUILDING 

In a summary by the government it 
has been found that the cities of 
Minneapolis and St. Paul rank among 
the leaders in the United States in the 
matter of new building for the year. 
Both of these cities have construction 
work which ranks them among the 
fourteen leading cities of the country 
in that line. 


GAIN ANTICIPATED 
Through the Dakotas there is a feel- 
ing that the low point of the depression 





August Trade Shows Decline; 
Collections Are Very Slow 


planters and share croppers who owe 
accounts and who would very readily 
and willingly forsake their crop, if 
pressed too hard for payments of their 
debts. They realize that after their cot- 
ton is picked they cannot get anything 
out of it more than to simply pay what 
they owe, and. it will be mighty hard 
for many of them to do that; therefore, 
if they are pressed hard they will sim- 
ply turn their crops over to their cred- 
itors and move away to some other place 
and do day labor in the fields of some 
one else. Dealers, of course, are hard 
up for cash and cannot realize anything 
on their accounts except to be patient 
and get it if they can; therefore, the 
jobber, must simply sit back and back 
up his dealer the best he can and help 
him the best he can and hope for the 
best. 


COTTON PRICE 


There are some indications recently 
that there may be some way to get at 
this situation by legislation, and farm- 
ers and planters are hopeful that this 
is going to serve as a stimulator to the 
price and that actually the price will 
advance; just what it will amount to, 
of course, remains to be seen. It seems 
certain, however, that concerted action 
on the part of ten or twelve of the 
cotton-producing States absolutely con- 
trolling, by State law, the cotton pro- 
duction for 1932, would bring relief in 
the present situation. 


TWO-YEAR SUPPLY 


The present crop added to the carry- 
over from last year will be as much 
cotton as this country can consume for 
the two years, therefore, legislation of 
this sort, if it will stand in the United 
States Courts, would surely bring about 
the relief that is desired. 


Business Shows Signs of Improvement; 
District Ranks High in New Building 


is over, and that things are destined to 
go ahead from now on. This is reflected 
in the number of new bulidings which 
are projected, the number of farms 
being purchased, and new business 
ventures being started. It is also re- 
flected in the ‘number of payments 
being made to depositors in closed 
banks, and in the fairly large percent- 
age of such payments. 


RAINS AID CROPS 


Late rains have done much to build 
up pastures and aid the late crops. 
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Corn and potatoes have been materially 
benefited in many localities, and the 
farmers, where rains have occurred, feel 
very much encouraged over the out- 
look. This in turn is having a good 
effect on people in general and the 
general tone of things begins to show 
improvement. 


CHARACTER OF DEMAND 


Purchases continue to be in the 
nature of filling in current stocks, to 
meet the current demand for hardware. 
Buying by the public has been on that 
basis, and as many retailers are watch- 
ing their stocks more closely than ever, 
and at the same time are watching 
their charge accounts, and demanding 
cash where possible, the result is that 
wholesale purchases are continuing to 
be limited as to individual quantities. 
The aggregate is, however, a fairly 
good volume of business. 





(Pittsburgh office of HARDWARE AGE) 
PirtsBurGH, Sept. 1. 


ITH August at an end, the 
Pittsburgh hardware trade has 
shown little measurable evi- 


dence of fall improvement. While some 
jobbers believe that buying will show 
a considerable increase after the Labor 
Day week-end, others are of the opin- 
ion that retailers will continue their 
policy of buying only for their imme- 
diate needs and that forward buying 
of cold weather items will be more 
restricted than usual this year. 


FUTURE ORDERS 


Loaded shells are now moving out 
of jobbers’ stocks in good volume and 
the advance orders of some wholesalers 
compare favorably with last year. 
Firearms, however, are not so active, 
and, while there is no reason to be- 
lieve that this will not be a good year 
for ammunition, the same can hardly 
be said for guns and other hunting 
equipment. 


PRESERVING SUPPLIES 


Preserving supplies are probably the 
most active of current items. Canning 
racks, fruit jars and fruit jar lids and 
rubbers have been moving exceptional- 
ly well, canning having been stimu- 
lated by plentiful supplies of fruits and 
vegetables as well as low-priced sugar. 
Charred kegs and fruit presses are on 
the active list and recent chilly weather 
has improved demand for fall items in 
general which ordinarily do not begin 
to move until September. 


PRICE REVISIONS 


Outstanding among the price changes 
of the week is a reduction of approxi- 
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SCHOOL SUPPLIES 


With the opening of schools for the 
year, ending the vacation season, many 
stores are making a bid for the sales 
of necessary supplies for the students. 
The ending of the school vacation 
season has come to be regarded as a 
time when vacations in general are at 
an end, and the whole population be- 
gins to turn from thoughts of recre- 
ation to the business of the year in a 
more serious vein. With colder weather 
just around the corner, and the holiday 
season approaching, a change is felt 
in the general attitude. 


AUTO SUPPLIES 


Automobile supplies still are a real 
factor in the market, and the tourist 
in these Northwest states is contribut- 
ing a very favorable percentage to the 
income of the country. Tires continue 





PITTSBURGH 7: 


mately $1 each on all the standard 
makes of men’s, boys’ and ladies’ bi- 
cycles. New prices have also been 
named on two of the more popular 
numbers of folding rules, with the 
Defiance Zig Zag rule in the 6-ft yellow 
style now quoted at $1.90 a doz. and 
the 6-ft. white at $2, f.o.b., Pittsburgh 
jobbers stocks. Willow clothes baskets, 
which are now fairly active are quoted 
at $7.20 a doz. for the 2514-in.; $8.40 
for the 2714-in.; $9.60 for the 291/-in., 
and $12 for the 311,-in. size. The pres- 
ent low price of strip sole leather has 
stimulated movement of this com- 
modity. Prices range from 38c. to 70c. 
a lb., but higher quotations in the raw 
materials market indicate an advance 
in the near future. 

Some shading of nail prices by job- 
bers is reported, but mill quotations 
are reasonably firm at $1.90 a keg. 
Jobbers are quoting $2.15 a keg. Bolts 
and nuts are a trifle stronger but still 
reflect the weakness of manufacturers’ 
prices. The downward tendency in 
painting ingredients continues with 
turpentine now quoted at 54c. a gal. 
in bbl. lots, and linseed oil at 10-2/5c. 
a lb. in corresponding quantities. White 
lead is unchanged at 13.25c. a lb. 


INDUSTRIAL CONDITIONS 


Basic industrial conditions in the 
Pittsburgh district have failed to show 
much seasonal improvement to date. 
Steel ingot and pig iron production 
ended the month at as low a level as 
has been reached at any time during 
the summer, the steel production rate 
having been under 30 per cent of ca- 
pacity, while only 12 of the 55 blast 





exceptionally low in price, offering the 
car owner unprecedented opportunity 
to equip with new tires for the winter 
months. 


PAINT MATERIALS 


With the coming of cooler weather, 
it is expected that paints and paint 
materials will begin to sell a little more 
freely. The market has been draggy 
all during the insect-infested months. 


PRICES AND COLLECTIONS 


Prices have shown no changes dur- 
ing the past week. The materials mar- 
kets have been rather weak during the 
past two weeks, and it is expected that 
a stronger tone may manifest itself 
soon. Possibly in the next issue prices 
on fall and winter items may be given. 

Collections are slightly easier, due 
to some marketing of crops. 


Awaits Fall Betterment; 
Reflect Easier Tendency 


furnaces of the district were pouring 
iron. General demand for finished steel 
products is still bolstered up princi- 
pally by the requirements of heavy 
construction work, pipe line activity 
and other non-manufacturing outlets. 
The September schedules of the auto- 
mobile industry promise little improve- 
ment over the low August rate and 
steel is being specified only in very 
limited amounts. Demand for tin plate 
continues to recede and _ production 
during the last week of the month 
dropped under 50 per cent of capacity. 
Activity in other steel finishing lines 
averages from 30 to 35 per cent, with 
some products even lower. 


COAL INDUSTRY 


With efforts being made to revive the 
coal ‘industry by limitation of produc- 
tion, the present state of the trade 
shows little change. Production is more 
than equal to current demand and the 
lake cargo movement is far below 
normal. <A _ possibly favorable factor 
in domestic business for the fall is a 
stabilization of the price of lump coal 
at $1.75 a ton, f.o.b. western Pennsyl- 
vania mines. 


GLASS INDUSTRY 
The glass industry is still affected 
by summer inactivity, but some better- 
ment is expected during September. 
Some companies serving the automobile 
industry are running at a better rate. 


COLLECTIONS 


Collections are still affected by bank 
failures, plant suspensions at a number 
of points and dullness in the mining 
district. 
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(Chicago Office of HARDWARE AGE) 
Cuicaco, Sept. 1. 


E very low levels still main- 
tained in the consumption and 
distribution of goods are in them- 


selves a source of perplexity, and con- 
tinue to keep the brakes of caution 
alike on the average man, with still a 
little to spend, and on banking and big 
business, with their waiting programs 
of expansion and expenditure. In the 
meantime owners of enterprises, large 
and small, are studying their own af- 
fairs as never before. New economies 
and new efficiencies are being found 
where it was months ago felt that the 
utmost in efficiency and economy then 
prevailed. If caution and frugality 
shall be tempered by the right meas- 
ures of wise and ready charity, of 
thinking courage, and of constructive 
expenditure and effort—who shall deny 
that better times will be close at hand? 


SOME BRIGHT SPOTS 


Economists remind us that slumps 
in trade indexes are in one respect 
misleading, and tend to unnecessary 
discouragement. We seem to have 
passed the point when all industries 
continue to fall off. Analysis of the 
factors entering into any cumpousite 
index shows that there is no longer an 
unbroken decrease in business activity; 
indeed, there has been a distinct im- 
provement in several lines. Among 
these, for example, may be mentioned 
textiles, shoes, and automobile tires. 
The average is brought down by the 
severe depression in most of the heavier 
branches of industry. These are the 
lines which feel least quickly the im- 
petus of renewed consumer buying. 
Fortunately, hardware in many of its 
branches lies very close to the urgent 
and every day needs of the people, and 
its road to recovery should therefore 
be the shorter. 


CONSTRUCTION 


The awarding of Chicago’s new $13,- 
500,000 post office contract to a lead- 
ing local builder was announced 
August 20. Work will start practically 
at once, and preference is promised 
for Chicago steel (45,000 tons of it), 
Chicago materials, and several thous- 
ands of Chicago workers. 

The Dodge reports for July include 
the Chicago district among the several 
sections where increases were reg- 
istered in construction contract awards. 
Despite a decline in the total valuation 
of such contracts in the 37 States east 
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of the Rockies, several large areas reg- 
istered in July a gain over June, 
whereas they would normally be ex- 
pected to drop behind. Summarizing 
the reports for July, the country as a 
whole, although far below recent years, 
showed an upturn that was much bet- 
ter than seasonal. The region around 
Chicago registered $34,906,500 in July 
and $28,122,200 in June. The Chicago 
area also showed increases in non- 
residential building over July, 1930. 

There is one factor in the building 
situation that has received rather too 
little attention—the matter of rent 
levels. The greatest influence on 
awakened consumer demand for build- 
ings will be the favorable cost to the 
user. 


LATE FARM NEWS 


Weather conditions have been de- 
cidedly more favorable for the growing 
crops, with the abatement of the ex- 
cessively high temperatures over large 
areas, and with generous rains in many 
sections where moisture was urgently 
needed. Conditions have especially 
improved in the lower Missouri Valley 
and in many localities in the Ohio Val- 
ley and eastward. 


PEACH CROP LARGE 


Southern Illinois has produced the 
largest and finest crop of peaches in 
its history. Last year the Illinois peach 
crop was destroyed by early frost. But 
nature apparently destroyed the insect 
pests on the trees and prepared the 
orchards for this summer’s bumper 
yield. The season continues about 
three weeks, and the crop will aggre- 
gate 4,350,000 bushels. It will take 
about 7000 freight cars and hundreds 
of motor trucks to bring the fruit to 
market. The value of this year’s peach 
crop in southern Illinois is estimated 
at about $4,000,000. 


PRICES AND MARKET NOTES 


New price sheets on drop forged 
wrenches, both carbon and chrome- 
vanadium steel, show declines of as 
much as 25 per cent. 

For school children, dealers report 
growing demand for a junior lunch kit, 
in assorted colors, with a half pint 
Thermos bottle—and profitably retail- 
ing at $1.49. 

A leading manufacturer announces 
the usual guarantee against declines in 
connection with prices now offered on 
white lead in oil, and since jobbers and 
dealers will be protected against any 


Extreme Caution Still Prevails 
Favorable Weather Aids Crops 


further drop in price between August 1 
and November 1, requirements are be- 
ing ordered more freely. 

Advance orders reported here for a 
new five dollar .22 caliber single shot 
rifle are breaking all records, and the 
improvements and efficiency which have 
been embodied in this item at so pop- 
ular a retail pricing, are significant of 
the really remarkable values obtainable 
during these times. 

The trend of sales on decorative and 
floor enamels has been so strongly 
toward the quick drying finishes that 
the older types are rapidly disappear- 
ing from the market. All important 
paint products have been vastly im- 
proved in recent years, and are so 
much more readily and_ successfully 
used by the amateur painter that hard- 
ware stores may surely look for in- 
creasing sales and profits in the paint 
department. 

Electric mixers are now selling 
freely, especially the increasing group 
which are equipped with orange juicer 
attachments. 

Electrical supply departments are 
preparing for the coming peak season 
on dry batteries, which is near at hand. 

Tires and tubes have been very active 
throughout the summer. Prices are 
firm and at lower levels than ever be- 
fore in the history of the tire business. 

The demand for radios has been very 
substantial all summer, contrasting 
with the former idea of the radio being 
only a fall and winter seller. While 
the five-tube mantel sets are in good 
demand, the eight-tube superheter- 
odynes are enjoying a lively sale, in- 
cating a demand for receivers that give 
the best quality of rendition. 


Stamped Enamel Ware Sales 


in 1929 Totaled 
$192,670,000 
(From Our Washington Bureau) 

Reports received by the Census of 
Distribution from 582 plants engaged 
primarily in making stamped enameled 
ware showed that their 1929 sales 
totaled $192,670,000, of which $21,265,- 
000 or 11 per cent was made direct to 
retailers. Sales to users, such as manu- 
facturers of automobiles, stoves, boilers, 
etc., totaled $101,059,000 or 52.5 per 
cent of all sales. Sales to wholesalers 
were $58,443,000 or 30.3 per cent of 
the total. Manufacturing plants sold 
6.2 per cent or $11,903,000 worth of 
goods to their own wholesale branches 
for resale to dealers and users. 
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WEEKLY LETTER 


THE ONLY. SHOT THAT COUNTS 1S THE SHOT THAT HITS 


She Uses None 
But Kleanbore 
Ammunition — 


Fourteen-year-old Arlayne Brown, of St. 
Louis, can outshoot all the women and most 
of the men in the world. She has won 25 
























medals shooting in competition with grown- 
ups. She enters most of the important 







matches and usually finishes at or near the 
top. She is known all over the middle west 
for her exhibitions in which she centers the 
ace of spades held in her father’s hand, 
breaks candy wafers between his fingers and 
knoeks the ash from his cigar. 















It is with considerable pride that I add— 
she always shoots Kleanbore Cartridges. 
Kleanbore is the choice of most of the Miss Arlayne Brown, who has been startling the shooting world by her 


brilliant marksmanship since she was thirteen years eld. 








country’s foremost marksmen with rifle or 





More Kleanbore .22’s are sold than all 
other makes combined. Your jobber will 





revolver. Its unrivalled accuracy and uni- 





formity make it the inevitable choice for 





supply you. It is America’s chosen ammuni- 





exhibition work in which an imperfect cart- 





ridge might prove serious. And these same tion and if you are not featuring it you are 





qualities make it the best for every kind of losing business that you should have. Don’t 





submit to substitution. 





shooting. 


The Greatest Value Ever Offered—The Remington RS PUDDLE 
‘ e 


Standard American Dollar Pocket Knife 
President 























REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 4-2300 
Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 







© 1931 R. A. Co. 
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NEW YORK 


New York, Sept. 1. 


URRENT activity in the metro- 

politan hardware and housefur- 

nishings market has shown no 
appreciable change during the past 
week. The volume of business con- 
tinues to have the same moderate char- 
acter which has prevailed for several 
weeks. August sales totals of most 
wholesalers were less satisfactory as 
compared with the same month of a 
year ago than in most preceding 
months of this year. The decline is 
largely attributed to seasonal influence 
coupled with other factors which have 
made the decline more marked than 
is usual. The cautious attitude of 


dealers and jobbers alike with regard » 


to the present easier trend in prices 
has served to restrict buying, which 
has been further hampered by the mild 
weather. In addition, the trade finds 
it extremely difficult to anticipate the 
extent of the consumer demand, and in 
scattered instances, stores do not have 
adequate capital to payfor the mer- 
chandise they need. The opiriion is 
general that the advent of cool weather 
will bring with it a quickening of the 
demand for fall lines. Very little fall 
merchandise has as yet been purchased 
by dealers and activity in winter goods 
has been limited. As the amount of 
seasonal merchandise carried over 
from a year ago is believed to be in 
negligible quantity, prospects are good 
for considerable activity in such lines 
once the season gets underway. 


ACTIVE LINES 


For the most part, current orders in- 
volve a miscellaneous assortment of 
staple merchandise and broken pack- 
age lots are numerous. Firearms and 
ammunition have been moving in fair 
volume, but it is thought that the 
shortening of the duck season to a 
thirty-day period will have a retarding 
effect on future business in these lines. 
Housewares continue to move in almost 
normal volume, with an improved de- 
mand noted for cleaning items and 
articles suited for special sales events. 
Canning, bottling and preserving equip- 
ment is quite active. The approach of 
the fall opening of schools have created 
a good demand for bicycles, lunch kits 
and thermos bottles. Roller skates and 
alarm clocks are also in better demand. 
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‘vailing. 


Trade 


BUILDERS’ HARDWARE 


In some suburban sections of the 
New York area residential construction 
programs have developed a good busi- 
ness in builders’ hardware and related 
lines. One dealer, located in a New 
Jersey town, within an hour’s commut- 
ing distance of the city has averaged 
selling one builders’ hardware contract 
a day for the past month and a half. 
This merchant declares that consider- 
able difficulty in securing hardware 
chosen by the consumer from the man- 
ufacturers is being experienced. Fac- 
tories, he says, not infrequently advise 
that the goods will have to be made up, 
as stocks have been exhausted. This 
merchant, however, emphasized the 


“fact that the factories’ inability to fill 


such orders immediately was most 
often apparent in unusual designs or 
finishes. In the more staple types of 
finishing hardware, he declared that 
prompt shipments were usually made. 
A better demand is reported for garage 
hardware, and such items as building 
paper and prepared roofing, which are 
needed for repairs being made now in 
preparation for the coming winter 
months. 


HOLIDAY LINES 


In former years much of the buying 
for the Christmas season would have 
been completed by this time. In recent 
years fewer merchants are anticipating 
their requirements so far in advance 
This has made it more difficult for 
sources of supply to have adequate 
stocks on hand to fill last minute erders 
without delay. While some holiday 
lines, namely toys and gift merchan- 
dise, have been purchased in limited 
quantity, considerable buying has been 
postponed and the peak in pre-holiday 
activity will probably be reached in 
November. 


PRICE SITUATION 


The price situation continues on a 
rather unsatisfactory basis, with an 
easier tendency predominating. Most 
of the revisions being currently an- 
nounced by manufacturers are of minor 
generally toward 
Wholesalers are 


importance and 
slightly lower levels. 
generally frank in admitting that they 
are themselves largely responsible for 
the unsatisfactory price situation pre- 
One jobber starts the ball 


Business Shows Little Change 
Awaits 


Fall Weather 


rolling, they declare, by shading the 
manufacturers’ suggested price to deal- 
ers, and other wholesalers follow the 
example. This has resulted in profit- 
less business and considerable ruthless 
price cutting on products, upon which 
the makers are anxious to have prices 
maintained on a basis profitable to the 
jobber. Prices on Union roller skates 
have been revised and the No. 5, boys, 
in lots of less than 12 pair, are quoted 
at $1.30 per pair, while 12 pair lots 
are $1.23 per pair. No. 6, girls, in 
less than 12 pair. lots are $1.40 per 
pair, and in 12 pair lots $1.33 per pair. 
It is the consensus of opinion that the 
first indication of firmness in prices 
will do much to alleviate the skeptical 
attitude of the trade on the price ques- 
tion. With conditions as they are al 
present, retailers are doing a great 
deal of shopping around and asking for 
quotations from several sources of 
supply before placing orders. 


~~” COLLECTIONS 


Careful attention is being given the 
credit department in most wholesale 
establishments and by supervising ac- 
counts closely most wholesalers have 
been able to keep collections coming 
in at a fair rate. Dealers, as a rule, 
have been less successful in making 
collections from their customers, but 
the average store is in much better 
financial shape than would seem likely 
under existing conditions. Where mer- 
chants are worthy of aid, wholesalers 
are apparently making every effort to 
assist them m meeting the temporary 
emergency. Some wholesalers are now 
offering Oct. 1 dating as an added in- 
centive for the purchase of fall lines. 


CONSERVATISM RULES 


With few indications to warrant ex- 
pecting any major improvement in 
business during the next few months, 
the trade had adopted a conservative 
policy until conditions appear more 
promising. Expenses are being re- 
duced insofar as that is practical with- 
out hampering sales volume and a little 
surplus accumulated, where possible, 
to serve as a nest egg during the winter. 
Nearly everyone believes that wholesale 
and retail firms who have successfully 
weathered this much of the business 
slump will encounter any difficulty in 
making the grade until a general re- 
covery takes place. 
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It is expensive to put off buy- 
ing store equipment unless you 
have all the business you can 
handle now. 

Every day you go without 
“Duluth” Equipment when you 
need it, makes it just that much 
more expensive. 

It will cost you less today than 
it may ever cost again. 


It costs more to wait 
than to buy now 





One merchant who installed 
“Duluth” Equipment under pres- 
ent business conditions says it is 
the best investment he ever made. 

Another says he does not see 
how he got along without it. 

The results you get from 
“Duluth” Equipment come imme- 
diately—you do not have to wait 
months or years. 





Why not get ready now for the 
biggest pre-holiday sale in years. 
Take advantage of the inactiv- 


ity of your competitor. Lay your 
plans while he is waiting and 
when sales pick up in your store, 
it will just be too late for him. 

It will cost you nothing to have 
“Duluth” Methods. Why not in- 
stall them now? 





There is a “Duluth” representative near you who is ready to put his time 
against yours to determine just what results can reasonably be expected in 
your store with “Duluth” Methods. 

You owe it to yourself, your family, and your business to get these facts 
today. Send for complete details 


DULUTH SHOW CASE CO. 
DULUTH, MINN. 


COMPLETE MERCHANDISING SERVICE FOR HARDWARE STORES 
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CLEVELAND 


(Cleveland office of HARDWARE AGE) 
CLEVELAND, Sept. 1. 


ARDWARE business in this ter- 
H ritory appears to be holding up 

to recent volume. Orders in 
August were slightly better with one 
local jobber than in July. Another 
gave all its salesmen their usual vaca- 
tion in August and as these were off 
the road two weeks a comparison of 
this jobber’s business with the previous 
montit would not be indicative of a 
trend in the volume of sales. Hard- 
ware sales by jobbers in the Fourth 
Federal Reserve bank district includ- 
ing Cleveland and Pittsburgh during 
July were 15.4 per cent below July 
last year and 6.2 per cent lower than 
in June. Their volume of business 
during the first six months of the year 
was 22.2 per cent below the same 
period last year. 


CURRENT DEMAND 


Demand for most of the summer 
seasonal merchandise is about over. 
However, all canning equipment is still 
moving well, sales being stimulated by 
the large fruit crop in all sections this 
season. Equipment used in drying 
fruits and vegetables is also moving 
well. 


NEW BUSINESS 


New business at present is largely 
confined to staples and fall goods. Few 
future orders for fall lines were placed 
early in the year and retailers are now 
buying stove pipe and elbows, coal 
hods and various other fall goods. 
Very little interest is being taken in 
winter merchandise. With the naming 


Welded Chain Manufacturers 
To Identify Simplified Lines 


(From Our Washington Bureau) 

Intended to assist buyers in main- 
‘taining close adherence to the waste 
elimination program, all of the manu- 
facturers of welded chain who have 
accepted simplified practice recommen- 
dations have expressed their intention 
to identify the simplified lines in their 
new catalogs and trade lists, according 
to the Division of Simplified Practice, 
Bureau of Standards. The welded chain 
industry is the first to record 100 per 
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of prices on steel goods for next spring 
jobbers are just starting to solicit bus- 
iness for that line. A few orders have 
been taken for garden hose since the 
recent announcement of prices for next 
season. : 


SPORTING GOODS, ETC. 


In sporting goods lines early sales 
of shells were good but orders for guns 
were rather light. Most of these goods 
have now been shipped. Demand for 
golf, tennis goods and fishing tackle is 
tapering off, although retailers are still 
doing a fair business in fishing tackle. 
Automobile tires continue to move well, 
although not in as heavy volume as a 
few weeks ago. 

September is expected to bring a 
fair increase in the volume of business, 
although more than the usual seasonal 
gain is not looked for. 


PRICES EASIER 


Prices continue rather weak and ir- 
regular with concessions on various 
items to move merchandise. The only 
important announcement of a price 
change is a 10 per cent reduction on 
lawn mowers for next season by some 
manufacturers. Jobbers the past week 
advanced shovels in conformity with 
the recent price advance by manufac- 
turers. However, not much activity is 
expected in these for some time, as 
retailers took advantage of the low 
prices to stock up. Manufacturers’ 
prices on bolts and nuts continue weak 
and this situation is being reflected in 
some concessions by jobbers. A reduc- 
tion in jobbers’ quotations on fittings 
has been made, although an 8 to 10 





cent identification in the catalogs of 
accepted manufacturers. 

The National Association of Pur- 
chasing Agents, the American Institute 
of Architects, the Associated General 
Contractors of America, the Chief Co- 
ordinator’s Office of the Federal Gov- 
ernment, and other representative users 
of simplified commodities have for some 
time strongly urged that this policy be 
adopted by manufacturers. It was de- 
clared that when the simplified items 
are so identified in trade literature, 
selection of the simplified items can be 
made without difficulty and that often 





Volume Holds Own At Recent Levels 
Decline Is Sharp From Year Ago 


per cent reduction recently announced 
by a Cleveland manufacturer has not 
been met by other makers. Jobbers 
quote malleable fittings at 49 and 10 
per cent off list and cast fittings at 
41 and 10 per cent. Jobbers have been 
able to secure concessions on galvan- 
ized sheets for car lot, direct shipment 
permitting them to sell car lots at the 
regular mill price of 2.90c. Linseed 
oil has advanced slightly, being now 
7414c. per gal. in drums and 9514c. 
per gal. in 5-gal. lots. Turpentine is 
unchanged. 


COLLECTIONS 


Collections, while still troublesome, 
are no worse than they have been. 
Many retailers are hard pressed. be- 
cause they are unable to collect their 
own accounts. 


INDUSTRIAL SITUATION 


The general industrial situation 
shows very little change. Many man- 
ufacturing plants in the metal-working 
field remained shut down through much 
of August but will resume operations 
after Labor Day. With two or three 
exceptions operations by the automo- 
bile industry have been tapering off 
the last two or three weeks and there 
is nothing to indicate any decided 
change for the better in September. 
There is little activity in the building 
industry in the construction of resi- 
dences, office buildings or factories. 
Most of the construction jobs that are 
coming out are municipal work. Con- 
siderable highway construction and 
bridge work is still being placed in 
Ohio. 


much waste now incurred in checking 
other files and subsidiary records for 
this kind of data is eliminated. 

Alexander B. Galt, acting chief of 
the Division of Simplified Practice, said 
there is every indication that manu- 
facturers in other industries, who have 
cooperated in establishing simplified 
practice recommendations, will adopt 
this same policy of identification. This 
forward step, he said, indicates a reali- 
zation by producers, distributers and 
consumers of the value of cooperation 
in applying self-government to busi- 
ness. 
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Get replacement sales 
with Bakelite Molded knobs 


It's a pretty hard job to get people to buy new 
door knobs. Knobs are put on when the house is 
built and usually stay on ‘even after they’re bat- 
tered and worn. But if you'll show customers these 
lustrous colorful knobs of Bakelite Molded, they 
will undoubtedly think of several places where 
they may be used. For example, a green one for 
kitchen or bath; black, brown or walnut in the 
other rooms. They will harmonize with the decora- 
tive effect and add to the beauty of the doors. 


Beside their attractiveness, Bakelite Molded knobs 
offer unusual advantages in strength and dura- 
bility. They won‘t get shabby and worn, and since 
their color goes all the way through, it cannot peel 
or wear off. There are many other fine Bakelite 
Molded hardware items, that are bound to sell in 
your store. They're all profit makers too. Write us 
for a list with the names of the manufacturers. 


BAKELITE CORPORATION, 247 Park Ave., New York 
CHICAGO OFFICE, 635 West 22nd Street 
BAKELITE CORP. OF CANADA, LTD., 163 Dufferin St., Toronto 


BAKE. LITE 








The registered wode marts shown obove 


womtocwred by Boteite Corporation Under the capital “B” s Gets dmened cia unuttaaee Copaaten GORE 


THE MATERIAL OF A THOUSAND USES 
SEPTEMBER 8, 19381 


| Homes, striking examples 












On Doors that 7 
swing in Lovely - 
Names «oe Pleasant 


of livability in all price 








ranges, are found equipt 
with GRIFFIN Hinges and 
Butts. The GRIFFIN Line includes items to meet every 





Hinge requirement throughout the home and the garage 
as well. } Each embodies the skill, precision, finish and 
ability to give lasting service, which has characterized 

-- the name of GRIFFIN since 1899. 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 PuRCHASE Sr. 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 Marker St. 
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eee MAKES THE 
ADVANTAGES OF 


GRAPHITE 


AVAILABLE TO INDUSTRY | 


For more than a century the Joseph 
Dixon Crucible Company has pio- 
neered in applying the advantages of 
natural flake graphite to the lubri- 
cation problems of Industry. 


The graphite used in all DIXON 
GRAPHITE PRODUCTS is a natu- 
ral flake graphite which in purity, in 
uniformity, in lubricating and pro- 
tecting qualities has never been 
equalled. 


Our obligation to Industry is that of 
incorporating in DIXON GRAPH- 
ITE PRODUCTS the full benefits 
with which Nature has already en- 
dowed Graphite. That this trust has 
been fulfilled is evidenced by Indus- 
try’s recognition and acceptance of 
Dixon Graphite Products. 


DIXON GRAPHITE 


PRODUCTS 
Flake Graphite Graphite Seal 
Graphite Cup Grease Pipe Joint Compound 
Waterproof Graphite Industrial Graphite 
Grease Paint 
Write for Circular 40-C 


JOSEPH DIXON 
CRUCIBLE COMPANY 


Established 1827 
Jersey City HOG New Jersey 











' Management Points the Way 
~ to Profitable Retailing 


ET me state Management’s Ten Points. These 
were said to have been originally voiced by 
the late Marshall Field, Chicago’s great mer- 

chant prince. I have endeavored to give each one 
additional significance. 

First: KEEP FIT—PHYSICALLY AND MEN.- 
TALLY. The value of a sound mind and body to 
any business man needs no elaborate symposium. 

Second: FIND AND DEVELOP OUTSIDE IN- 
TERESTS. Enjoy your fishing or hunting trip in 
season. Join your neighbérhood and civic clubs. 
Make yourself known enough to vary the every day 
routine. 

Third: GAIN—AND LIKEWISE GIVE—CON- 
FIDENCE. It has been said that confidence begets 
confidence, and while there may be examples of 
betrayed trusts, yet the balance of power is with the 
honest forces. 


Fourth: HIRE THE RIGHT KIND OF SHOUL- 
DERS AND PILE IT ON. Every man present will 
well remember the thrill, that came with the first 
act of responsibility delegated to him. You will 
receive many pleasant surprises when you allow an 
employee to show that he can assist you by intelli- 
gent thinking and action. 

Fifth: BE A GOOD LISTENER. This is a good 
one—many a sale is put over because you've 
listened to the entire story. This is a paying propo- 
sition always, under any circumstances. 

Sixth: COOPERATE—THE UNIT IS TWO, 
NOT ONE. Proper cooperation and coordination 
lead to entire control of any situation. The co- 
operative effort of each employee (giving the best 
he can) is needed to successfully operate your 
business. Make sure—doubly sure—that all em- 
ployees are backing up one another and particular- 
ly the boss. 

Seventh: NEVER POINT OUT A MISTAKE IN 
AN OFFENSIVE MANNER: BUT NEVER FAIL 
TO POINT IT OUT. Public criticism of a clerk 
nullifies his efforts and loyalty for sometimes days 
—perhaps he never quite forgets it. Instead tell 
him in a quiet way that this or that practice isn’t 


‘| according to your method. He’ll respond readily 


to your way of thinking. 
Eighth: RESPONSIBILITY QUIETLY DELE- 
GATED IS A BUSINESS DEVELOPER. The man 


for whom I have done the best work in my business 
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Highest Quality 
ick out any one 7 4j7N MOWERS 
— it will he geod 





AUTOMATIC 


























HE American Screw Company makes 

all ofits screws by methods which ensure 
uniform quality in a product whose vol- 
ume runs into millions each year. 


low prices 


The Automatic and Universal models are going to be 
big sellers in 1932. For the first time these machines, 
equipped with Fafnir automatically adjusted, ground ball 
bearings, are offered at prices only slightly higher than 


The slots are all made to stand the twist low-priced competition. 


of the screw driver; the threads hold; 
the gimlet points are sharp and strong. 


Not only these models, but all Blair Lawn Mowers are 
advertised over the radio every Thursday evening 
throughout the year. Every announcement tells a large 
radio audience to “Look for the green Blair label on 


° tJ 
At your jobber’s the handle.” 


The Blair line is complete, and includes models with 
which to meet price competition. Write for quotations 
and circular of the 1932 line. 





You cannot sell a better screw 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH ST..CHICAGO, ILL. 


Put lt Together With Screws 


wooD TIRE STOVE MACHINE 
SCREWS BOLTS BOLTS SCREWS 





BLAIR MANUFACTURING COMPANY 


Established 1879 


Springfield Massachusetts 


BLAIR Drawcut 
LAWN MOWERS 
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A GENUINE 
PENNSYLVANFA 
15” BALL BEARING 


MOWER TO RETAIL 


AT Sy pee 


Here it is—the greatly improved, 1932 
model “Red Cloud,” a genuine PENNSYL- 
VANIA Quality Ball Bearing High Wheel 
Lawn Mower which is priced to retail at $12.00 
(in Philadelphia) in the 15” household size. 
Larger sizes are available, too, at only slightly 
increased prices. 

This new “Red Cloud” has 10” wheels; 
four hardened crucible tool steel blades; 
lipped edge lower blade which is also crucible 
steel and screwed adjustment ball bearings. 
It is fitted with the distinctive Pennsylvania 
STAYTITE Handle and is positively self- 
sharpening if blades are kept in proper ad- 
justment. 

Other smaller PENNSYLVANIA machines 
are priced to sell as low as $8.00 at Phila- 
delphia. 

Get in touch with your jobber now and be 
ready to get your share of the new business 
on these low-priced genuine PENNSYLVANIA 
Quality Mowers. 


We do not sell to catalog houses. 


PENNSYLVANIA LAWN MOWER WORKS 


Primos, Delaware County, Pa. 


ENNSYLVANIA 


Quality 


LAWN MOWERS 
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life is one who quietly told me—“There is the job— 
don’t temporize, but make any change that may 
seem necessary—results are what count with me.” 
Most men appreciate, respect and grow under re- 
sponsibility properly given. 

Ninth: CREATE LOYALTY—THE EMPLOYEE 
FOR THE ORGANIZATION AND THE ORGANI- 
ZATION FOR THE EMPLOYEE. Every business, 
large or small, we are told is the lengthened shadow 
of one man. You will breed loyalty and under- 
standing on the part of your employees by mag- 
nanimous action at the right time. You probably 
won’t hear much about what your employees think 
of you, but it is a highly important factor in the 
conduct and care of your business. See that they 
revere, not fear, the boss. 


Tenth: MAKE YOUR PERSONALITY FELT. 
Your business success depends largely on how your 
customers regard you personally. Be known as a 
good man to buy from. Always be on the alert to 
impress with a sincere desire to render a real ser- 
vice to all. Adopt a cheery attitude and your em- 
ployees will pattern after you. 

—P. O. Rial, Weed & Co., Buffalo, N. Y., 


at recent Rochester, N. Y., Convention. 


How It Started 


Scales 


The Fairbanks Scale was invented to meet the 
need of a device to weigh hemp, In 1830 a patent 
for the making of hemp dressing machines was 
awarded to Erastus and Thadeus Fairbanks who 
conducted a saw mill. The steelyard was the only 
device available at the time, but upon study the 
Fairbank Brothers hit upon the idea of a platform 
on an “A” shaped lever with its tip connecting to 
the steelyard by a beam or rod. So the scale was 
born, afterwards the spring balance as we now know 
was added. 


Gas Stoves 


It was in 1876 at the Centennial Exhibition the 
gas stove was first shown and by a baking powder 
company which demonstrated how to bake cake by 
gas. It was in 1832 however that James Sharp in 
Northampton, England, demonstrated how gas could 
be used for cooking. 
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Dealers 


7 


5,500,000 families will see this 4 color ad on 
Nov. 22. It holds a preferred position in 17 of the 
largest Sunday comic sections. 


Five hundred thousand booklets for children have 
been distributed to enthusiastic little readers. Over 
200,000 more are just off the press ready to be shipped 
to dealers for distribution. 


Be sure and look for the trade mark “An Arcade 
Toy.” It has been on millions of Arcade Toys and 
people know what to ask for. 


Packed with each toy, there is an illustrated insert 
that will help bring dealers reorders for more Arcade 
products. 


Write for information and free booklets, asking 
your jobber for prices. 
CAST 


ARCADE «=. TAYS 


ARCADE MANUFACTURING CO. 


FREEPORT, ILLINOIS 
BRANCH OFFICES REPRESENTATIVES 
New York J. T. Rowntree, Inc 
200 Fifth Ave. San Francisco Portland Sell Lake City 
Philadelphia Los Angeles Seattle Denver 
6146 Wayan St. on Dallas 
Chicago A. T. Otis D. D. Otstott, Inc. 
Merchandise Mart, Room 14111 111 Summer St. Santa Fe Bidg. 


1931 
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-——yes sir. That’s 
be able to distinguish the newest and 
most improved keyless padlock to 
be offered to the trade. 

A brilliant red dot directly in the 
center of the knob will proclaim it 
a MILLER—and the result of 42 
years’ experience in making keyless 


locks. 


the way you will 


A Special Service 
Our new lock will contain fea- 
tures found in no other—advantages 
heretofore considered impossible to 
obtain. With it will go a highly 
unique service making MILLER 
KEYLESS LOCKS in constant de- 
mand by schools, gymns, hospitals, 
colleges, armories, in addition to the 
many home requirements. 
Advertising in educational jour- 
nals is creating interest in the new 
MILLER Jock. Dealers will soon be 
given full particulars. Return the 
coupon if you wish more informa- 
tion at this time. 


The J. B. MILLER KEYLESS LOCK CO. 
201 Loek St., (Dept. B) Kent, Ohio 





The J. B. Miller Keyless Lock Co., 
201 Lock St. (Dept. B) Kent, Ohio. 
Gentlemen : 

Your new keyless lock interests us. 
ticulars at once. 


Please send further par- 


WUE TEA aos 6h keice nce cena tees i siae cee cvewcae s csmeveces 


















New Catalogs and Dealers’ Helps 


Available from Manufacturers 


GE Catalog Describes Motion 
Pictures and Illustrated 
Lectures Available 


Catalog GES-402B, issued by the Gen- 
eral Electric Co., Schenectady, N. Y., lists 
and briefly describes the titles of motion 
pictures and illustrated lectures offered by 
the company. The purpose of the films is 
to disseminate information as to the elec- 
trical industry, its accomplishments, and its 
relation to other industries. They are in- 
tended for exhibition in this country and 
may be obtained for store meetings and 
association meetings, and are lent free of 
charge except for transportation costs and 
wear out of the ordinary. ll film sub- 
jects, except those with synchronized 
sound, may be obtained in either the 35 
mm. or 16 mm. standard widths. Sound 
pictures are available only on 35 mm. 
standard film. 

The illustrated lectures consist of texts 
and slides. Text and film slides may be 
retained by the user, but all glass slides 
must be returned. Lectures were prepared 
primarily for use of schools, colleges and 
engineering societies. Lectures are avail- 
able from the Lecture Service, Publicity 
Department, General Electric Co., Schenec- 
tady, N. Y. 


Issue Supplement 
Knape & Vogt Catalog 


A supplement to catalog No. 12 has been 
issued by the Knape & Vogt Mfg. Co., 
Grand Rapids, Mich., showing K-Veniences 
and hardware for showcases, refrigerators 
and furniture. In addition to the illustra- 
tions and descriptions, there is a price list 
attached to the catalog. 





Wallace Bros. Special Hard- 
ware Trade Offer and Utensil 
Catalog 


Wallace Bros., Wallingford, Conn., have 
issued a broadside explaining a special 
offer to well rated retail hardware dealers, 
including an introductory assortment of 
Wallace Bros. kitchenware, a Lupton dis- 
play table with glass dividers, and a spe- 
cial window display for $39.95. The total 
value of the merchandise, display and dis- 
play table is $67.40. 

Catalog No. T-31, showing “smart uten- 
sils for today’s modern kitchen,” has also 
been issued by the company. Included in 
the catalog, which has illustrations in 
actual colors, are wood handle kitchen spe- 
cialties, stainless metal kitchen specialties, 
chromium plated flatware and cutlery, 
tinned flatware, cutlery and specialties and 
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nickel plated flatware and cutlery. List 
prices are quoted. Price list No. 2131 
gives special prices offered to retailer who 
will order at one time three gross or more 


of these WBW items. 


Peck, Stow & Wilcox Issue 
“The Little Pruning Book” 


In the interests of better gardening The 
Peck, Stow & Wilcox Co., Southington, 
Conn., has issued “The Little Pruning 
Book,” prepared by F. F. Rockwell. In- 
cluded in the booklet are reasons for prun- 
ing, the art of pruning, pruning instruc- 
tions, definitions of horticultural terms, in- 
formation as to seasonable work with prun- 
ing equipment and general instructions 
for the gardener. The selection and care 
of pruning equipment is covered in one 
chapter of the booklet. Illustrations show 
members of the Pexto line of pruning 
equipment as well as diagrams of the 
proper methods of pruning shrubs, trees, 
hedges, vines and fruit trees. 


Crescent Tool Co. Issues 
Attractive Catalog 


Catalog No. 19, illustrating and describ- 
ing Crescent and Smith & Hemenway tools, 
has been issued by the Crescent Tool Co., 
Jamestown, N. Y. The catalog shows 
wrenches, screwdrivers, pliers, hack saws, 
punches, chisels, tinner’s snips and other 
hand tools, There are two pages showing 
various laboratories, shops and departments 
of the Crescent plant, together with de- 
scriptions as to their features. In addition 
to illustrated descriptions of the various 
tools there are descriptions and _ illustra- 
tions of dealer displays and display cards 
offered by the company. Some of the dis- 
plays and tools are illustrated in actual 
colors. ; 


David H. Smith Catalog 
Shows Large Variety 


David H. Smith & Sons, foot of Fifty- 
first Street, Brooklyn, N. Y., has issued an 
illustrated catalog of more than 400 pages 
showing products stocked and distributed 
by the organization. Prices shown in the 
book are manufacturers’ standard lists. 
Steel, general hardware, machinery and 
tools are included. Equipment and sup- 
plies for factory, mill, marine, ship, con- 
tractor, builder, railroad, shipyard, struc- 
tural and ornamental iron shops are illus- 
trated and described in this book. 


Jersey Wire Products 


Shown In Catalog 


John A. Roebling’s Sons Co., Woven 
Wire Fabrics Division, Trenton, N. J., has 
issued a catalog with data on wire cloth, 
screening, netting, fencing lath and wire 
work. Various members of the line are 
illustrated in the catalog. together with 
specifications and designations. Price lists 
on some of the lines are included. Illus- 
trations show various uses for wire work 
and wire prodacts in commercial, home and 
industrial locations. 


A. F. Stoeger, Inc. 
Issues Arms Catalog 


A. F. Stoeger, Inc., 509 Fifth Avenue, 
New York City, has issued catalog No. 16, 
containing 144 pages of data as to Ameri- 
can and imported lines of arms and am- 
munition:-. Complete restocking, repairing 
and other arms dafa is included in the 
catalog. The new line of Stoeger standard 
paper targets, a special complete paper 
target catalog, will be sent free, together 
with a copy of the new catalog, upon re- 
quest. 


Catalog Shows All-Fair 
Toys and Games for 1931 


All-Fair, Inc., Churchville, N. Y., has is- 
sued an attractive catalog in colors, show- 
ing the games and toys offered for 1931. 
Data is included as to weights, sizes, parts, 
packing and list price. Each item is illus- 
trated in its actual colors. Toys include 
various colorfull pull toys. 





Earle Gear and Machine Co. 
Offers Catalog No. 31 


Catalog No. 31 has recently been issued 
by the Earle Gear & Machine Co., 4707 
Stenton Avenue, Philadelphia, Pa. It con- 
tains 100 pages of photographs, tables, en- 
gineering data and formulae of interest 
to gear users. Catalog, which is of pocket 
size, includes a page of hints for ordering 
and a blank for requesting data as to gears. 





Schrenk Bros. Folder 
Shows Display Racks 


Schrenk Bros., Syracuse, N. Y., have 
issued a folder illustrating and describing 
various models of display racks for tools, 
horse collars, brooms, etc. List prices are 
indicated as well as particulars as to speci- 
fications. General hints as to the proper 
and improper display of these lines is in- 
dicated in the folder. 
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Value Ever Offered 


Now you can sell patented RED BRAND 
Fence at the lowest price at which it has 
ever been put on the market. Not only 
are your customers able to buy it at the 
lowest price in years, but because RED 
BRAND Fence lasts years longer than 
ordinary galvanized fence it costs them 
so little per rod per year that they cannot 
afford to golonger without RED BRAND. 

Most successful farmers claim that they 
could not profitably farm without stock- 
tight fences. How could they rotate their 
crops and livestock? How could they hog 
down corn and storm wrecked grain? How 
could they get natural fertilization? How 
could they do several other things that 
; mean so much in getting a greater farm 
Demand is the one word that income? Thousands of farmers tell us 
interests hardware dealers they have found that fence increases 
profit by reducing costs. 


RED BRAND FENCE 
STAR Saws are demanded by | (“Galvannealed’’—Copper Bearing) 


mechanics and metal workers No other fence is like RED BRAND. Copper in 
the steel, like old time fence, adds many more years 
throughout the world as they of wear. Extra heavy coating of zinc, put on by the 
| patented ‘“‘Galvannealing”’ process keeps rust out 

pr oduce larger turnover and far longer than ordinary galvanizing. The Official 
greater profit for dealers sell- Weather Test of 45 different makes and sizes of 
: fence, conducted by the nationally recognized 
ing them. authorities, C. F. Burgess Laboratories, Madison, 
Wis., proved that RED BRAND offers by far, the 
best value for your customer’s fence dollar today. 
| Let us send you our fence catalog and an inter- 
esting folder that tells all about this convincing 

CLEMSON BROS., Inc. weather test. Send coupon NOW for dealer facts. 


Middletown, | Keystone Steel & Wire 
New York | Company 
Peoria, Illinois 


most. 





Your jobber can supply you. 





Gentlemen: 

Please send me Keystone Catalog, descrip- 

tive folder on Burgess Weather Test, and ccpeamnssst TE 
other merchandising information. : 
ran... 


Address............ 


HACK SAWS and a | az, a svseetnenmnemennnneenenean 
BAND SAWS ; | 
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Dazey Churns 


sold only through 


Jobbers =< Dealers 


The DAZEY has been the leading Churn for 
many years and has always been sold through 
legitimate Jobbers and Dealers. Endorsed by 


Good Housekeeping Institute, State Agricultural Colleges, and 
Scientific Buttermakers everywhere. It is strictly a “Quality” 
Churn. Only the best materials are used and carefully as- 
sembled. Made in sizes to suit everyone’s 

requirements, from 2-quart to 10-gallon. The 

extension of electric power lines into rural 

districts has opened up a new field for 

DAZEY Electric Churns. 


DAZEY SHARPIT 





ible clamp. 
Order from Your Jobber 


Dazey Churn & Manufacturing Company 
St. Louis 


All purpose household Sharpener. 
Requires no skill. The original 
Sharpener of its type. Patented 
grinding wheels. Attractively fin- 
ished in rust-proof electro plating. 
Furnished with removable, revers- 











ON THE OUTSIDE 
LOOKING IN— 


ey 


Even the inquisitive youngster with 
snub nose pressed against your window 
is a prospect for a pair of skates or a 
camp axe. 


The commuter, the farmer, the house- 
wife, all who pass your windows _judge 
you and your merchandise by your 
window displays. 

“Business goes where it is invited—,” 
and you will find the window display 
ideas appearing constantly in HARD- 
WARE AGE of great assistance. 
Don’t neglect your best invitation to 
new and increased business. 














Industrial Importance 
of Dairying Is Stressed 

Farming has changed from a way of 
living to an industry in recent years, 
the Secretary of Agriculture told the 
Dairymen’s League Cooperative Asso- 
ciation in a recent address. Now agri- 
culture is industrialized. It became an 
industry the minute it stopped depend- 
ing on its own resources for the family 
living, and placed its dependence upon 
selling one primary product and buying 
what the family needed from the pro- 
ceeds of sale. 

Dairying was cited as indicative of 
the industrial importance of agricul- 
ture. The gfoss farm value of the prod- 
ucts of the dairy industry were stated 
to exceed two and one-half billion 
dollars annually. Compared with this, 
the wholesale value of the products of 
the automobile industry was stated to 
be less than the farm value of the 
annual milk production. 

“The gross income from the far-flung 
metal mining industry of this country,” 
the Secretary said in making further 
comparisons, “is less than half that of 
the dairy industry. The total weight of 
all iron_ore shipments in this country 
will, over a period of ten years, aver- 
age less than the weight of the milk 
produced on American dairy farms. 
Coal, peat and coke mines gross a full 
half billion less than dairy products. 
Measured in value of product, capital 
invested, or number of persons em- 
ployed, dairying is our greatest indus- 
try.”—Domestic Commerce. 


Share of Small Cities 
in Retail Trade Is Analyzed 


The Census of Retail Distribution 
offers, for the first time, a means of 
accurately determining the position of 
the small town and the country store 
as outlets for various types of goods as 
compared with larger cities. By study- 
ing the figures for the State of Cali- 
fornia, the only complete state released 
to date, we find 37 per cent of the 
population located outside of the cities 
of over 10,000 population, but only 
32.7 per cent of the State’s stures and 
21.8 per cent of total sales. 

The extent to which residents of 
small towns go to the larger cities for 
apparel, furniture and household goods, 
and items sold through department or 
general merchandise stores is evident. 
in that such outlets in the small towns 
do only 7.7 per cent, 11.65 per cent and 
15.2 per cent, respectively of the total 
business done by these types of stores 
in the State. 
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Are Magnetic 
Razor Blade 


Sharpener 


The Arc Magnetic 
Razor Blade Sharp- 
ener is so made that 
the blade does not 
make actual contact 
with the metal. It 
simply lies in the 
magnetic field and is 
exposed to the pull 
of the magnet. The 
maker states that the 
cutting edge of a 
razor blade is 
“cracked into micro- 
scopic teeth” which become bent when razor is used. It is 
said that the arc process instantly realigns the blade and re- 
stores the factory edge. After shaving the blade should be 
thoroughly dried, replaced on holder and inserted in the 
sharpener, placing keeper across the magnetic poles. Blade 
should remain in the sharpener until required for use. Keep- 
er is used simply to conserve magnetic energy. The maker 
states that it is best to start using a new blade in the sharp- 
ener. Sharpeners are equipped for Gillette type blades, al- 
though holders for single edge blades are available. Holders 
are interchangeable. Rotary Sales Co., Inc., 101 Milk St., 
Boston, Mass., offers this sharpener, which lists at $1.00. 
Dealer cost is $7.20 per dozen. 





Landers, Frary & Clark 
Turkey Sticking Knife 

A turkey sticking knife, with 34-in. heavy blade and flat 
half tang rosewood handles with nickel silver interlocking 
rivets is offered to the trade by Landers, Frary & Clark, New 
Britain, Conn. Dealer cost is $6.00 per dozen. 


Torrey Razor Sets 


The J. R. Torrey Razor Co., 
Worcester, Mass., is offering 
dealers one-half dozen razors 
with new colored pearl cellu- 
loid handles in the attractive 
easel case illustrated. Razors 
shown in case are of older 
models, but the case is as 
shown. To customers order- 
ing one dozen of the razors 
with the new type handle, a fine plate glass show case, illus- 
trated, will be given free of charge. This offer holds good 
until Dec. 31, 1931. The same company is also making a 
leader of their No. 900 shell razor to stimulate trade. It is 








being offered in an individual case of the so-called jewel case 
type. Case is of pressed steel covered with fine imitation 
leather, lined with blue plush and cream-colored satin. No 
additional charge is being made for the special cases. 


SEPTEMBER 3, 1931 























Convenient Wheel Handle or Loose Key Type 








Here’s One Lawn Faucet 


That Cannot Rust! 


This SHERMAN Lawn Faucet or Sill 
Cock is made of high grade Brass in the 
SHERMAN way. It cannot rust and it 
will not leak. Like all SHERMAN 
products, lasting quality is built right 
into it. 


Fitted with Encased Seat Washers and 
tested under heavy pressure. The 


SHERMAN 
LAWN FAUCET 


is guaranteed in every detail. When 
desired to LOCK water supply, the 
Handle may be removed in a jiffy—a 
feature greatly- appreciated by home 
owners. 





Style shown No. 519 replaces several 
former. patterns, serves all requirements 
and makes it unnecessary to carry a 
large stock. A durable Nickel Plated 
finish and its neat design add to its gen- 
eral attractiveness. 


A big, popular seller. 


Sold Through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 




















They Push the Whole Line 
of Cutlery 


By R. F. ORCHARD 
Display Manager, Idaho Hardware & Plumbing Co., Boise, Idaho 


vited to have dinner in a home of the most 

modern structure in which the interior fur- 
nishings were exquisite and the tableware of beau- 
tiful design and style. But, after dinner, had we 
had the opportunity to step into the kitchen and look 
over the kitchen cutlery, we would, undoubtedly, 
have been quite surprised. 

The point I am trying to bring out is this: If we 
only knew of the few items of kitchen cutlery that 
are found in the majority of homes and the number 
of pieces that should be replaced with new ones 
of quality, we would make more of an effort to push 
the complete line, instead of being satisfied with 
selling a few paring and butcher knives. 

The first step in your selling campaign would be 
to check up on your own home, make a list of the 


q of us, at one time or another, have been in- 





items you really need but have been getting along 
without. You are no different from the average, 
and there are probably dozens of homes in your own 
community that need just the pieces you do. Then 
familiarize yourself with your line of cutlery and 
prepare your sales program, always keeping in 
mind that “‘a keen edge is only found on a quality 
blade.” 

With these thoughts in mind and that cutlery is a 
seasonable line (all four seasons), our windows and 
display tables are trimmed accordingly. During 
the summer and fall months, special effort is ex- 
tended to the butcher and canning equipment, which 
is one of our larger cutlery items. A large display 
of kitchen cutlery and carving sets is one of the first 

(Continued on page 72) 


\. 


emington. 


An exceptionally good cutlery window by the Idaho Hardware & Plumbing Co., Boise, Idaho 
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Gem Leads Because Gem Deserves Leadership 


“» © Block 
that 
os Kick! 


Don’t complain. There are dollars walking in 
and out of your store every day. Stop some of 
them with the nationally advertised—nationally 
known Gem Nail Clippers—the fastest selling 
Nail Clipper in America. 


~atro 


Skilfully fashioned from high test materials. In- 
dividually wrapped in Cellophane to prevent 


spoilage. 
Mounted on compelling 


Counter Cards, Gems sell 
themselves. 


Gem Retails at 
50 cents 


Gem Jr. Retails at 
35 cents 





The H. C. Cook Company, Ansonia, Conn. 





A Red-Hot Retailer 
No. 1284 Assortment 


Blue, black and green enamel, cocobolo and genuine 
macassar ebony handles. Stainless steel blades. 





See Your Jobber at Once 


THE ONTARIO KNIFE CO. 
Franklinville, N. Y. 

















CHRADE ()AFETY 
Push Button Knife 


No Breakt. 
Finger ne 


Push the button and the blade opens auto- 
matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE FVERLASTINGLY SHARP MARK 


Manufactured exclusively by 


SCHRADE CUTLERY CO. Walden, N: Y. 
Also manufacturers of a complete line 
of Schrade regular type pocket knives 

Send for Catalog E. Factories: Walden, N. Y.—Middletown, N. Y. 














Your Trade Will Buy 


“EVERSHARP” 
SHEARS AND SCISSORS 


Because They Give Satisfaction 
25c. Shears 





No. 104. Flat Pattern Straight Trimmer Shear, 
brightly nickel plated blades. Assorted, Red, 
Orange and Green Enamel Handles. Assem- 
bled with brass bolt and nut. Six pairs each 
7” and 8” Shears in a box. $1.85 Do 

° Net. 


f.o.b. Factory 


10c. Scissors 








No. 800. Blunt End School Scissor. Ground 
blades. Assorted, Red, Orange and Green 


Enamel Handles, 4” size. Doz. Net. 
60c. f.o.b. Factory 


EVERSHARP SHEAR CO. 
100 Hicks Street 
CONN. 


BRIDGEPORT 
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D rop 


Forged and 
Chrome-Vanadium 
Steel, with the 
ARMSTRONG name 
mean strength 
to tool buyers 








Sheffield Plans to Rationalize Cutlery 
Industry 


Lonpon, ENcLAND.—Following on 
the extensive rationalization which 
has taken place in the heavy steel 
industry of Sheffield, efforts are now 
being made to formulate a plan for 
the rationalization of the Sheffield 
cutlery industry, although if the 
project is carried out none of the 
famous names would disappear. The 
scheme is only in the embryo stage 
as yet, but it is understood to mean 
new buildings, new plant, new ideas, 
and the expenditure of large sums 
of money. It is realized that unless 
some form of amalgamation of work- 
ing arrangement is made the present 
individualistic system of cut-throat 
competition, which is more serious 
now than ever, will prove even more 
disastrous, with the result that firms 
will not be in a position to take ad- 
vantage of the revival in trade when 
it comes. The position is rendered 


much worse for the industry since 
the lapsing of the safeguarding duty 
on imported cutlery. Conversations 
between important firms in the trade 
are taking place and it is hoped ere 
long to bring about a scheme of 
rationalization for the cutlery indus- 
try which will cause a return of pros- 
perity. 

Sheffield’s cutlery exports to the 
United States last quarter amounted 
to only £2,200 ($11,000), compared 
with £6,400 ($32,000) in the cor- 
responding” quarter of 1930. Safety 
razor blades, however went up 
from £400 ($2,000) to over £1,000 
($5,000). Whereas in the corre- 
sponding quarter of last year safety 
razor blades valued at £5,000 ($25,- 
000) were exported, there have 
been practically none for about six 
months. 

—A. C. BLAcKALL. 





Who Makes It? 


PHILADELPHIA, Pa.: Who makes 
Justrite clips, which are used to hold 
electric wire against the molding, 
and that are sold in chain stores ?— 
The Magen Hardware Co. 

ANSWER: Justrite Mfg. Co., 2050 
Southport Ave., Chicago, III. 


* * * 


OaKLeEyY, CAL.: Provide address of 
the J. A. Harps Mfg. Co., who make 


Never-Fail oil cans.—Macks General 


| Store. ' 


ARMSTRONG-VANADIUM Wrenches embody 
the most effective sales points— established 
strength, improved designs,recoghized quality. 
They are longer, lighter, tiiinner, stronger. Their 
thin tapering jaws will take a firm grip where | 
other wrenches cannot reach. They are guar- 


| 
| 
| 
| 
| 


anteed not to break or spread. 


Beautiful tools—finished in nickel over copper 
with heads buffed bright—they come on 
attractive boards or in matched sets, in many | 
new patterns. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Helder People” 
314 N. Francisco Ave., Chicago, U. S. A.’ 


fe) — ' 


Write for Catalog B-27, 
176 pages of Quality Tools 






ANSWER: Greenfield, Ohio. 


CiarksBurc, W. Va.: We under- 
stand that there is a new mortise 
door check on the market which will 
mortise in a 134-in. door. Can you 
advise who makes this product?— 
The Newlon Hardware Co. 


ANSWER: The Condor Co., 58 


Sutter St., San Francisco, Cal. 
* * * 


MonTREAL, CANADA: Advise ad- 
dress of the concern making door 
checks having springs labeled 
W. T. P. Co., Worcester; Mass.— 
A. Nadeau. 

ANSWER: The Park Mfg. Co., 





Information regarding 
sources of supply as 
provided readers of 
Hardware Age by its 
Buyer’s Catalog De- 
partment is here pre- 
sented as an aid to 
others in the trade who 
may be seeking the 
same articles 


original manufacturers of this prod- 
uct, have gone out of business, and 
the door checks formerly made by 
them are now being make by the 
Independent Lock Co., Fitchburg, 
Mass. 


* * * 


TANNERSVILLE, N. Y.: Who makes 
the Safeedge-Nonik line of glass- 
ware?—I. Olin. 

ANSWER: Libby Glass Mfg. Co., 
Toledo, Ohio. 


* * * 


New York, N. Y.: Who makes the 
Presto fruit juicer ?—Oliver Brothers, 
Inc. 

ANSWER: National Electric Ap- 
pliance Corp., 50 Holland Ave., 
Bridgeport, Conn. 
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HASH 


(Continued from page 29) 


way of making hash, so there is 
no one-and-only way of cleaning 
out stock. It all depends on what 
goods you have and what your 
customers’ tastes are.” 

The Old Veteran paused a bit 
dreamily. “Furthermore, no 
matter how fine a stock of vic- 
tuals your smart little wife sets 
out she doesn’t sit down on a 
stool and wait for someone to 
drop in to eat them. 

“No, sir, she advertises! She 
tinkles that cute little Japanese 
gong to get attention and she 
comes right out where the cus- 
tomers are and invites them in 
with a beguiling ‘Come on now 
folks, get it while it’s hot!’ And 
she says it in a way that makes 
your mouth water for it. 

“That’s the way a hardware 
man should advertise. He should 
first attract folk’s attention, let 
them know his merchandise is 
hot, and invite them in a way 
that will create an appetite for it. 
Simply having the goods is not 
enough. People must be told. 

“You know, Bob, how hard- 
ware men hate the mail order 
houses. But just the same we 
can all learn something from 
their catalogs. They certainly 
describe merchandise in a most 
appealing way, yet in the fewest 
words. I call it model selling 
copy to pattern after. 

“Then the minute I step into 
the dining room your Julia, with 
her gracious cordiality, makes 
me feel right at home. She acts 
as though I were a person of 
some importance. Should I 
happen to mention a liking for 
some certain dish, if she doesn’t 
have it that time it’s sure to be 
there the next time she invites 


me. 
“And her table is set up, not 

in a haphazard way, but with the 

sole idea of making things tempt- 
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ing. She serves every dish in a 
manner that adds flavor to it. 
And she carries an air of author- 
ity that gives a fellow confidence 
in everything she offers. When 
she passes me something I just 
know it’s going to be good. 

*“‘A smart hardware man serves 
his trade just that way. He has 
a clean attractive place of busi- 
ness. He treats his patrons as 
guests, for he has really invited 
them—so they are guests. 

“Whatever their stations in 
life be he makes them feel that 
he has their interests at heart. 
He does not belittle them by fore- 
ing grades away above their 
pocketbooks, nor insult them by 
offering goods away below their 
ability to pay. He becomes their 
authority on hardware. 

“Just as a salad always tastes 
better if it is fixed up daintily, so 
merchandise has a greater appeal 
and brings a better price if shown 
in an attractive setting, not piled 
up on a table like so much junk. 

“Tf the hardware dealer handles 
his goods as though he had re- 
spect for them the customer 
catches the same spirit imme- 
diately. But if he tosses goods 
carelessly at him the customer 
can’t help thinking, ‘Huh, these 
pliers can’t be much account the 
way he treats them.’ 

“Bread, you know, is a staple. 
But Julia has discovered that 
raisin bread and graham bread 
sell better than just plain white 
bread.” 

“T see!” Butler interrupted. 
“You mean my hardware staples 
will sell better if I doll them up 
a bit, not serve them so extremely 
plain.” 

“Great Scott!” the Old Veteran 
exclaimed as he glanced at the 
clock. “Eleven o’clock! An hour 
past my bed time! G’bye Julia. 
So long Bob.” 








On this fast selling 
popular priced | 
DUROPLASTIC 
Calking Outfit 


A Tube and Gun all in one 


Hundreds of Prospects 
all around you 


Every home owner in your Community 
can now do his own calking, quickly, 
thoroughly and cheaply with this popu- 
lar handy package. 


Here is the silent counter 

salesman that will help you 

to make more sales—greater 
profits, 


Jobbers— 


The Duroplas- 
tic Franchise is 
a valuable one. 


Write for prices, 
proposition and 


territories at once. 








DEALERS Use This 


THE DURABLE PRODUCTS CO. 

5005 Euclid Ave., Cleveland, Ohio 
Please ship 0 Exp. O P. Post 

O Doz. Tubes only at $6.00 Doz. 

0 Doz. Calking Nozzles at $2.00 Doz. 

[ Doz. Tubes and Gun in one at $8.00 Dos. 


Coupon 
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setter 
——} 


MASTER 


SECRET 
SERVICE | 


Soon Master will re- 
lease the greatest 
padlock contribu- 
tion the world has 
ever known. 


MASTER LOCK CO. 
MILWAUKEE, WIS., U. S. A. 
Werld’s Lergest Pediock Monufecturers 


7 


Mialsikelg 
arallloxalkes 


~ The only Genuine laminated 


WY case it’s Patented *: 
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Odd Items and Cap Screws 


(Continued from page 23) 


dered. The empty space can 
temporarily be used for some- 
thing else. On such sales there 
is never any price competition. 
Seldom does a nearby competi- 
tor have it in stock. Full list 
price will often compensate for 
the slow turn over. 

Mechanics looking at the Rio 
Grande tool displays often com- 
ment on the odd items and say 
they are surprised to find cer- 
tain tools available in town. This 
is exactly the effect desired. One 
mechanic tells another. The 
store quickly earns a reputation 
for being complete. This is 
most important in the smaller 
towns, with good roads making 
big city competition so handy. 
Manager T. P. King would 
pretty nearly charge to adver- 
tising that extra $50 for slow 
moving tools. Although every 
item in the lot doesn’t sell even 
once a year the average on the 
group is a little over one com- 
plete turnover and it certainly 
brings extra trade. 

When the complete stock of 
cap screws was established Mr. 
King and his assistant Frank 
Van Ess saw every garage own- 
er, mechanic and other users in 
town. They told these prospects 
that a complete cap screw stock 
was at the Rio Grande store as a 
service to the town. The stock 
is kept in metal bins in the rear. 
Every compartment is marked 
as to size and price. Most of the 
sales are made without any 
effort by store salesmen other 
than taking the money. The me- 
chanics know they can _ help 
themselves and pay on the way 
out. List price is charged for 
all sizes unless a quantity is pur- 
chased. That is seldom as the 
mechanics don’t want to carry 
stock. They want to buy cap 
screws as they need them. They 


kick about the price but continue 
to come in and occasionally will 
need tools or other merchandise. 
From the mechanic’s standpoint 
the convenience of having a com- 
plete cap screw stock in town 
more than offsets the full list 
price, about which they kick, and 
they are told so very definitely. 
It is the experience of this store 
that garage men kick anyway, so 
the staff is hardened to the point 
of smiling. 

The total cap screw stock will 
inventory about $200. Some- 
times it grows to the $250 point 
but as two complete turnovers 
are enjoyed, list prices are ob- 
tained, most of the sales are self 
service and store traffic is de- 
veloped—there is a really a net 
profit from this department. It 
takes up floor space about 114 
ft. by 6 ft. in a section that 
would otherwise be used for 
overstock. 

The tool department itself in- 
cludes both high quality and 
competitive grade tools. The 
good tools are displayed on the 
wall panels and the cheaper 
grades are shown on open top 
display tables. The latter are 
directly in front of the wall dis- 
plays so that there is an oppor- 
tunity for a little good compara- 
tive sales work. Prices are vis- 
ible in both groups. The pros- 
pect interested in a cheap tool is 
often influenced to purchase a 
better grade, yet were it not for 
the presence of the lower-priced 
line he might not even start be- 
ing interested in tools. 

This store faces the usual 
comment about prices and 
handles the situation in the im- 
proved manner. The salesman 
will concede a cheap tool may 
be worth the price but advises 
the better grade for more lasting 
and more satisfactory service. 
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Price Racketeering 


(Continued from page 27) 


reduced, when business becomes 
unprofitable, what happens? Of 
course the natural thing. A re- 
duction in the number of em- 
ployees. A cutting down in sal- 
aries. General economies in 
every direction. This of course 
means heartrending distress and 
actual suffering for thousands of 
people. 

Price cutting is being over- 
done. The salesman whose only 
argument is a cut in price is not 
only a Grade A No. 1 moron, but 
is an actual enemy to his cus- 
tomer, his family, the house he 
represents and to the entire com- 
munity. We believe salesmen of 
this class have caused more ac- 
tual suffering than all the 
thieves, gunmen and racketeers 
in the entire country. I myself 
have had my house broken into 
and have been robbed of a com- 
paratively small amount. This 
amount was covered by insur- 
ance. But the money I have lost, 
and hundreds of other merchants 
have lost through the unreason- 
able and unnecessary cutting of 
prices goes into thousands and 
thousands of dollars, and there 
is no insurance. Probably the 
greatest loss to business in the 
United States today, a loss great- 
er than the cost of the army or 
the navy, or the maintenance of 


the government, has been the loss 
caused to all branches of trade 
by unnecessary cut prices. Of 
course this loss cannot be 
figured. But considering the mil- 
lions of daily transactions in 
business, it must be stupendous. 

There is only one answer. 
That is for each merchant, 
whether a great merchant or a 
little merchant, to make up his 
mind to sell his goods at a profit. 
All merchants are being guided 
too much by what the other fellow 
is doing. If a merchant decides 
to commit business suicide, why 
should you do it too? What we 
need in business today are more 
“bulls” and fewer “bears.” You 
may not be able to control the 
prices of the stocks in the stock 
market, but you certainly can 
largely control the prices of your 
own goods. This idea of mer- 
chants, that it is actually neces- 
sary, in order to preserve their 
business, for them to meet every 
cut price put out by everybody 
under all kinds of conditions, is 
one of the greatest weaknesses in 
the business world today. Allow 
me to make the suggestion that 
before you cut a price, or meet 
a cut price, you count ten to 
yourself, and think it over while 
you are counting.—AII rights re- 
served, 





Golf Has Developed 
Into a Major Industry 


Golf has grown to the proportions 
of a major industry, with properties 
valued at $500,000,000 and an annual 
investment of $10,000,000 in balls and 
clubs alone, according to estimates by 
the Continental Insurance Company. 
Golf clubs provide regular employment 
for about 50,000 persons, exclusive of 
the hundreds of thousands of caddies. 
There are 661,550 members of the golf 
clubs, about one out of every 185 per- 
sons in the country, and thousands of 
non-member players of the game. The 
industry affords markets for real es- 


SEPTEMBER 3, 1931 


tate and specialized clothing, shoes and 
sporting goods.—Trends and Indica- 
tions. 


Washing Machine Sales 
Increased During First 
Half of Current Year 


The Association of American Wash- 
ing Machine Manufacturers, account- 
ing for more than 90 per cent of the 
total output, reports sales for the first 
half of 1931 of 341,025 machines, as 
compared with 293,560 during the pre- 
ceding six months, and with 319,229 
during the first half of 1930. 
















































TAPES — 
RULES, and 
TOOLS 


N O NEED 


to argue the merits 

of LUFKIN products. In 
distributing them the 
dealer sells perfect 
satisfaction in the 
form of accurate 
markings, ease 

and convenience 

of operation, 

and long 


service. 





Distributed thru Jobbers 


Send for Catalog 


THE [UFKIN feULE C0. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 
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FORSTNER 
Labor Saving 


AUGER BIT 





Bores Any Arc 


of a Circle Many 


New Uses 


_The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 

consequently it will bore any arc of 

a circle, and can be guided in any 

direction regardless of grain or knots, 

leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 

and delicate patterns, veneers, screen work, 

scalloping, fancy scroll twist columns, newels, 

ribbon molding and mortising. 

Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 








When There’s a Building 
“Going Up” Near You— 


—put some of these light, all 
steel, NON-LEAKABLE hod 
carriers in your window. Many 
men suffer the discomforts of 
the old style simply because 
they do not know of the new. 
Here’s a good opportunity—the 
investment is small—the profit 
excellent. Write us today for 
prices. 


Never Drip Steel 
Mortar Hods 


These hods are 
made entirely of 
steel with wooden 
shoulder saddle 
and handle. Edges 
are heavily rein- 
forced. The fork 
is pressed from 
heavy-gauge steel. 
— only 11 
s. 





THE CLEVELAND WIRE SPRING CO. 
CLEVELAND, OHIO 

















They Push the Whole Line 


(Continued from page 66) 


attractions drawn to the attention of shoppers dur- 
ing the pre-Christmas shopping days. 

The placards surrounding the cutlery tables em- 
phasize the make, quality of the knives and how es- 
sential good steel is to cutlery. Where the stainless 
steel items are displayed the placards mention the 
fact that there is more than one quality of stain- 
less steel and gives other sales suggestions that help 
to sell quality instead of price. 


Increased Pocket Knife Sales 


In view of the fact that only one out of every ten 
men own a good pocket knife, and ninety-nine out 
of a hundred are prospects for a new one, our 
pocket cutlery department is before the public at all 
times. 

As you will notice in the accompanying picture, 
the display of pocket knives immediately in back of 
the window glass is mounted on panels about six 
inches wide and twenty-four inches long, extending 
the entire length. 

These panels are only taken from the window 
long enough to be washed and the patterns of knives 
changed. This is done every week. Each knife on 
the panel is opened to show the different styles and 
combinations of blades. Small price cards are 
pasted directly above each knife. 

To tell you what results this one feature brings 
may be exaggerating, but to try it yourself will con- 
vince you that it pays many times over for the space 
it occupies in the window and the short time it takes 
to keep it up to date. 

Once a year a pocket knife sale is arranged 
wherein all slow moving and discontinued numbers 
are sold at’a slightly reduced price. The knives are 
grouped together as much as possible in order that a 
variety of patterns may be sold at the same price. 

This sale has proved very successful and at the 
same time enables us to keep a complete stock of 
only fast moving numbers with the exception of the 
slow moving knives that have to be carried. 

Each customer, whether buying a twenty-five cent 
paring knife or a three dollar pair of scissors, is 
informed that he has the privilege of bringing the 
item back at any time to be resharpened free of 
charge. 

This not only assures the customer that we are 
back of the merchandise we sell, but shows them 
that we appreciate their patronage. 

Taken all in all, sales are governed by the service 
rendered. 
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Hook Scraper 
No. 15 


To meet the de- 
mand for a narrower 
and cheaper hook 
scraper, the Hook 
Scraper Co., Inc., Queens Village, N. Y., offers Model No. 15. 
Handle of tool is made of cold rolled steel nickel plated, and 
cutter is of Swedish steel, tempered soft enough to be re- 
sharpened with a file, yet hard enough to cut cold rolled 
steel when properly used, says the maker. It may be used 
for removal of paint, shellac, varnish, glue, etc., and because 
of its small size may be used for loosening of sticky windows. 
Cutter is 1 15/16 in. long. Scrapers are packed in attractive 
three-color display cartons, containing one dozen scrapers and 
one dozen extra cutters. Suggested retail selling price for 
complete scraper is 25 cents. List price of extra cutters is 
15 cents each. Dealer discount is 33 1/3 per cent. 








Stanley 
Deluxe Level 

Masons’ Level No. 255—48-in.—is a new level made by the 
Stanley Rule and Level Plant, New Britain, Conn. It is made 
of thoroughly seasoned mahogany, with all edges, ends and 
corners protected against damage by an aluminum binding. 
Six proved glasses, two double plumbs and one double level 
are so arranged that the level can be picked up any way 
and there is a glass ready to work with. Glasses are set solid 





in plaster, in aluminum cases, and the cases fastened to the 
level by means of brass screws and bushings. Should the 
user break a glass, the dealer can sell him a new case fitted 
with glasses that the owner can insert easily and accurately, 
thus saving the time and inconvenience of returning the level 
to the factory. Nickeloid face plates hold the protecting 
glass covers and add to the attractiveness of the level. “Handy 
Grips” and a hang pole make it easy to handle and work with. 





Binks Thor Model 2 Spray Gu 


The Binks Mfg. © 
Co., 3114 Carroll 
Avenue, Chicago, 
Ill., has announced 
the Thor Model 2 
spray painting and 
finishing gun for 
spraying any ma- 
terial on any sur- 
face. Gun is avail- 
able in two models, 
which differ in that 
one has spray ad- 
justment which is : 
made by a removable key, while the other type has stationary 
control. A simple turn of the stationary control screw on the 
back of the gun changes the spray from round to fan or from 
fan to round without stopping spraying operations or adjust- 
ing nozzles. Key type model is especially useful in large pro- 
duction plants. Gun includes drop-forged body having tensile 
strength of 62,000 lb. per square inch. Handle is die cast, 
fluid nozzle is built of special stainless steel, and needle valve 
stem is of special hardened stainless alloy steel. Air nozzle is 
of drop-forged bronze. Two-finger trigger has light straight 
pull; the air inlet through the handle balances the material 
hose, preventing down pull at the head, and clear passage of 
air ports prevents clogging and permits speedy cleaning. 
Air nozzle is self-aligning. 
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50 years on a DOOR 


good for 50 years more 





Notabene 


The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


TRADE MARK 


Milliens and Millions of Peepie 
are Pushing Bommer Spring Hinges 
when opening doors 


Factory at Brooklyn, N. Y. 








Stock 


and Profit with 


UALITY # 
Products 


gece | 


LOOK FOR THE “G«B’ LABEL -- YOUR PROTECTION AGAINST SUBSTITUTION 


LIGHT 
14-16-18 Mesh 
DARK 
14-16 Mesh 


— Continued with i 2g agence ve 
eet 
and SERVICE which have established the name of “G & B” as a guaranty of dependability — 


The Gilbert & Bennett Mfg. Co. 


Established 1818 - America’s Oldest Woven Wire Factory- Manufacturers 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 
New York City Georgetown, Conn. Chicago Kansas City, Mo. Sen Fi 
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Star Heel Plates have out- 
sold all others for more than 
a quarter of a century. They 
give the best service be- 
cause they are made heavier 
and larger than other brands. 


STAR - 
HEEL PLATES 


are now made in eight dif- 
ferent sizes from No. 00 to 
No. 6. 


“re 
8 


STAR 


ms AD 
—_ 


Also put up on cards. (3 
pairs assorted). Sizes Nos. 
2,3 and 4. One dozen cards 
to the package. Good profit. 





8 Sizes 


Nos. 00 to 6 
Above illustrations ex- 
actly one-half -size. 


Write for samples and trade- 
prices. 


STAR HEEL PLATE CO. 


357-391 Wilson. Avenue Newark, N. J. 














ef YOUR customer merely wants to 


second-grade bit. . . . But, if he makes 
heme furniture, knows how to work in 
good wood, keep his friendship by selling 
. him the genuine Russell Jennings Auger 
Bits. These bits have sharp spurs, thin lips, clean- 
threaded feed screws, ample chip clearance. . . . They 
are sized to micrometric exactness, and tested at the 
factory in tough, stringy hickory. It’s a delight to sell 
them, and a delight to use them! 


Distributed Thru Wholesalers 
THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 











make a hole in a board, sell him your 





Nautilus, Jr., Sub- 
marine 


Abba International 
Products Co., New 
Hartford, N. _ Y., 
offers the Nautilus, 
Jr., toy submarine. 
By manipulation of 
the diving fins and 
ballast tanks, the 
submarine will dive 
down and run un- 
der water or will operate on the surface. List price is $1 
in attractive carton, illustrated.- Dealer cost varies from $6 
to $8 per dozen, according to quantity. Prices are higher 
west of Rockies and in Canada. 


TLUS™ Norihs Pale Submars 


“iT RUNS UNDER WATER 








Du-All Mop 


The Du-All mop has no bolts, nuts, lugs or screws in its 
entire construction. To assemble, the mop handle is inserted 
in wire spring socket and is then ready for use. Wire spring 
socket and two coils in one piece grip the frame. Coils hold 
frame so securely that mop will not “flop,” says the maker, 
The Du-All Mfg. Co., Geneva, Ohio. Handle is securely 
gripped by spring socket and will not come off. Swabs are 





made so they can be easily removed for washing. Swab is 
so constructed that the holes will not shrink, making replace- 
ment of swab on wire frame easy. Frame is open-faced, 
so that it surrounds legs of chairs, etc., and picks up all 
of the dust, where it is most apt to accumulate. Entire leg 
can also be dusted. Wire spring connection makes it pos- 
sible to dust under places previously inaccessible to a mop, 
says the maker. Mops are made in oil, chemical and dry 
types in oblong and triangular styles. Suggested retail price 
is $1 to $1.50. 





‘ Winner Electric 
iy Train Display 

-: ; Up Were is Illustration shows 
a TRE WINNER the lithographed 
a >  Wgapmnccoptl ag store and window 
oe ee display for the Win- 

. S995 ‘ : 
\ READY TO nun’ 3 to'§ 30 ner electric train. 
: —y Sets range in list 
: price from $3.95 to 
$5.50, complete with 
a transformer housed 
in a station. Freight 








train and passenger 
sets, with both elec- 
tric type and steam 
type locomotives are 
featured. Motor in the steam type electric engine is said 
to be sturdier, more durable and more powerful than the 
motor in any other train set selling at these prices. During 
a recent demonstration the Winner toy train locomotive pulled 
a train of 23 cars. Complete line of Winner electric trains 





| is distributed by The Lionel Corp., 15 East Twenty-sixth 


Street, New York City. Display provides for complete show- 
ing of the line of Winner trains. It is attractively colored. 
Display measures 27 in. high and 28 in. wide. 
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A Fast Cutting Mounted 
Grindstone 


With Ball- 
Bearings 


A popular selling stone 
for general use. Strong, 
easy running, double 
treadle. Has comfort- 
able seat, clothes protec- 
tor, drip cup and foot 
rests on treadles. 


The 
NORKA GRINDSTONE 


is also equipped with Hardened Steel Balls which cannot 
work loose or drop out. The Stone is of GENUINE 
BEREA GRIT noted for fast, keen cutting qualities. 


Frame is a rich vermilion. Shipped knocked down with 
frame folded. Write for prices. 





The Cleveland Quarries Co. 
Cleveland, Ohio 


28 West Broadway, New York 


Lombard & Co., Inc., Boston, Mass. 
New England Agency 














NEW Coleman 


Lamp TRADE-IN 
[/DEAL/ 


eo ** ” “a 
° wo «ee 





e 
Ty bes ~% 
r\ ee » 
a e 

S Heard about the new deal on Cole-¥ 

man Lamps and Lanterns? . . . the red hot 

“Trade-In Sale” Plan? ... the Free Lamp 
y) you get with each order of six?...the new 
° Selling Helps? ... the Advertising Sup- 
port?... the New Low Prices? 

YOU HAVEN’T HEARD? Allright... 
just write or wire for the “dope” today 
from your Jobber, or 


\The Coleman Lamp & Stove Company , 


Wichita, Kansas QD35 
Toe crecy 
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Boston Rubber Chair Tips 


This perfect tip because of its me- 
chanical assembly that fits easily 
into the chair legs has proved a 
very popular number. 3 

sizes—34”,, 














BIG SALES REPORTED 


In reordering, dealers everywhere are reporting big 
sales on Rubber Tips and Bumpers from their open 
display counters. They fill the demand in the modern 
home for freedom from noises and protection from 
scratches made by careless hands. 


Slotted Screw Tips 
The ideal quality low-priced 
bumper for door stops, furni- 
ture, closet seats, and hundreds 
of other uses in the home. 
4 sizes—%4", 4%”, 1” and 1%”. 














%” and 1”. 


Send for Catalogue No. 50 


Complete line-up on all our Rub- 
ber Tips and Bumpers. Supplied 
by your wholesaler or direct. 
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Meet Christmas half way 


In a month your customers will start 
thinking about Christmas. Your 
planning should start now. Heller 
Display Tables will help get the 
extra dollars that show the real 





margin. It’s always the displayed 





HELLER EQUIPMENT 
PAYS ITS OWN WAY 


Why attempt 
old-fashioned fixtures— 
when scientific Heller ; 

Equipment pays its own HELLE R 
way? Buy Heller Equip- 
ment on time, and let 


these star salesmen make 
their own payments. 





merchandise that sells. Plan now, 
and you can bank on real Christmas 
profits for 1931. Sign name in mar- 
gin and mail today; your free copy 
of “The Story of Jim King’’ will be 
mailed at once 


to use 


W. C. HELLER & CO. 
700 Bryant St. 
Montpelier, Ohio 
New York Office: 20 Vesey St., Suite 500 
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Years of Service 


For an oiistone that will stand up and hold its shape 
for years under most exacting conditions and at the 


; same time equal or surpass ll 
others in fast-cutting speed, you 


cannot beat the 
It is made from Norton Alundum abrasive 
and its rapid-cutting, long wearing qualities 
make it of outstanding value in all oilstone- 
using classes of mechanics. No other oilstone of such fast- 
eutting speed holds its shape as well or wears down so 
slowly. Ask your jobber to supply Pike India. 


Pike Manufacturing Co., Pike, N. H., U. S. A. 








Lawncombs are in demand for 
fall cleaning of lawns. Convex 
steel frame, flexible 
spring steel teeth, 
double lacquered han- 
dle—stand hard usage 

























EASTERN 
Bloomfield, N. J. 


and last. 

Lawncombs are ad- 
18 inch and vertised in maga- 
24 inch zines of national 
zes RQ circulation. Demand 
Si xe ae is eon od 
\\ \ \\ QV a Fall maaient. 

* . x nr ” Made by : 
a Z SPA TOOL & MFG. CO. 








VERS Of 
STORE LADDERS 


MODERNIZE STORE METHODS 
facilities for shelf steck—te 
jent for clerks and men 









Te provide adequate storage 

je and conven 

msure quick service for 
more 


wholesale or retail 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
i ti e 

head track system, frm construction throughout, eliminate’ vibra 
— and a ne a 7 TE we By by I ~ 
Su: _Sterecttooly ‘olebedecaes’ beteht—eealty tactalied — 

meets most requirements. Circular en request. 

mt FEMYERS & BRO.Cco. 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 

















laminated padlocks are 
NOT sold to any chain 


store or mail order house 
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Hanley Handy 
Hose Handler 


The Hanley Handy 
Hose Handler han- 
dles all hose up to 
34-in. It may be in- 
stantly attached or 
removed. Weight is 
but 1% Ib., so that 
the handler need not 
be removed for operation of hose by hand. Illustrations show 
various positions in which handler may be used to advantage. 
When hose is laid flat on the ground, the end of the stand 
deflects water in an upward spray. Stand is made of refined 
malleable iron with high-grade, grass-green baked enamel 
finish, attractive in design. Schartow Iron Products Co., 
Racine, Wis., is the maker. , 





Brown & Sharpe Offer 
Height Gauge Attachment 


The Brown & Sharpe Mfg. Co., Providence, R. I., 
has recently announced new depth gauge attach; 
ments Nos. 585A and 585B for use with vernier 
height gauge No. 585 in both the 10-in. and 18-in. 
heights. Attachment is easily locked in place on 
the vernier by means of a clamp screw, which can 
be seen in the illustration. The application of the 
attachment to the vernier height gauge quickly con- 
verts this tool into a reliable and accurate depth 
gauge. Measurements can be taken accurately 
over high projections and in deep recesses—a very 
desirable feature. A circular illustrating this new 
attachment will be forwarded upon application to 
the maker. 











G-E Modern Long- 
fellow Grandfather 
Clock Radio 


This Longfellow 
Grandfather clock- 
radio is encased in a 
brown mahogany cabi- 
net. General .Electric 
Co., merchandise de- 
partment, Bridgeport, 
Conn., offers this com- 
bination. Speaker is 
located behind the 
clock. face and finds 
outlet through the 
grille in the upper 
side wall of the cabi- 
net. An attractive 
panel door in the front 
of the cabinet, which 
originally would have 
given access to pendulum and weights, opens to the tuning 
controls. Full range tone is achieved by the employment 
of a long baffle. Tone is enriched by its extended circulation 
through the cabinet before final release. Clock is of standard 
G-E movement and takes its current from the same outlet 
as the radio, but acts independently. It is carefully shielded 
to prevent any interference. Set is a ten-tube, screen-grid 
model, which lends itself particularly to remote control. List 
price is $285, complete with tubes. 
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=| eae: The BOSTON LINE of Garden Hose 


e EETS every garden hose need. 7 stand- 
Lllith ard nationally known brands of plied 
ROLLING LADDERS and moulded hose. Each - 


brand a leader in its own 

























like Allith hangers—are always on the a 

track. They speed up sales by reducing price field. A complete 
the time mero eg = They are line that gives you a hose 
attractive, durable, roll quietly and run 

freely. Your post card will bring prices for every purpose at a 
and information by first mail. price for every purse. 





ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 








S SHIELD BRAND DRILL SETS S 





Moe’s Big Boy Feeder 


A Market for every Home, Garage, ns i —— oo nega complete - . gg wc —— “on 
e og ge t i ised thi etter made. 
Public Building and Factory ee hens "Catelan "and Prices. 
INDU: 
ives. Te StanparpToo1 (0. HoEFT & COMPANY 
3 Ne CLEVELAND . INCORPORATED , 
manniliians Chicago 2305 Davis St. North Chicago, II. 























WALWORTH 
SUSI | witness cocrey can a a 


60 East 42nd St., New York 


Creates C ustomers Plants at Boston, Mass.; Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 
—_ Distributors in Principal Cities of the W orld 


Walworth Company Limited, 660 St. Catherine Street West, 
Montreal, P. Q. 


Walworth International Co., 19 Rector St., New York, 
Foreign Representative 








GOOD window display is the 
‘ best cutlery salesman you can 
engage. No man can resist the 





glitter of a well-arranged knife assort- 
ment; it stops him every time. Once 
his interest is aroused it’s an easy 
step to a profitable sale; profitable 
not only in the gain from that one 
sale, but in the building up of good- 
will for continued business. 


The merest novice of a window- 
trimmer can qualify with the best by 
taking advantage of the cutlery dis- 


tool grinders and vises are 
ee ae NOT sold to any chain 


store or mail order house 
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At last! A nail that 


you can feature 
with bigger profits and 
faster sales for it 


STERLING 


N COSTS 
< PLITZ LESS 


Seven cutting edges--more nails per pound -- 
made from virgin steel -- less bent nails -- less 
split wood. 











MADE IN ALL SIZES OF 
COMMON CASING FINISHING 
CEMENT COATED BOX 
LARGE HEAD ROOFING NAILS 
SPIKES and SPECIAL NAILS 
WRITE FOR FREE SAMPLES 
NORTHWESTERN BARB WIRE CO. 


Since 1879 STERLING, ILLINOIS 








HANGERS 
& | we nonprs 


FOR STORM SASH 
AND SCREENS 
Phenix are _ simplest, 
h di * z + ap- 


plied, most efficient— 








HANGERS 


sell best. New improve- 

ments put them in class 

FASTENERS of their own. Write for 
age — oe acm 

AND STORM e. Quality time-tested, 
WINDOWS and sold by all leading 





AND DOORS jobbers. 


Phenix Mfg. Co., 1122 E. Center St. 


MILWAUKEE, WIS. 








Profit Makers for Fall 


Women Everywhere Want 
More Decorative 
Curtain Fasteners 


Made in blue, rose, 
amber, green, orchid 
and crystal, finished 
with fancy gilt de- 
sign. Very attrac- 
tive. 

Our Style U Dis- 
play, containing 48 
10c. blocks, either 
large or small Fast- 
eners, will sell itself 
Ask your 






eee Push-Pin Co. 
PHILADELPHIA 








NET-WICK 


Poultry Fence Never Sags 





Our new combination of mesh and gauge 
wire is reinforced so securely that no 
rail support is needed at top or bottom 
to prevent sagging. Both Horizontal and 
Perpendicular wires are FULL GAUGE 
and made from best Open Hearth Steel. 
We control every operation. Galvanized 
before or after weaving. Your jobber will 
supply you. 


OTHE 
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Convention Calendar 


AMERICAN ASSOCIATION OF MasTER LocKsMITHS, Fourth 
Annual Convention, Hotel Stevens, Chicago, IIl., Nov. 2, 
1931. J. Y. Goltz, secretary Chicago Chapter, 2539 Mil- 
waukee Avenue, Chicago, IIl.; Walter S. Orrell, secretary 
Grand Lodge, 206 Pearl Street, New York City. 

AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
ConveNnTION, New Palmer House, Chicago, IIl., Oct. 19, 
20, 21, 22, 1931. Charles F. Rockwell, secretary- treasurer, 
342 Madison Avenue, New York City. 

Iowa RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Des Moines, Feb. 9, 10, 11, 12, 1932. Con- 
vention sessions will be held at the Hotel Savery, and the 
hardware exhibit at the Des Moines Coliseum. Philip R. 
Jacobson, secretary, lowa Hardware Building, Mason City. 

Ittinois Retar. HARDWARE ASSOCIATION CONVENTION 
AND Exuisit. Headquarters and meetings, Hotel Sherman, 
Chicago, Jan. 12, 13, 14 and 15, 1932. Exhibit at Mer- 
chandise Mart, Jan. 11, 12, 13, 14, 15 and 16. Paul M. 
Mulliken, managing-director, 1141 Merchandise Mart, 
Chicago, III. 

MicHIcGAN RetaiL HARDWARE ASSOCIATION CONVENTION 
AND ExuHIBITION, Detroit, Feb. 2, 3, 4, 5, 1932. Harold 
Bervig, secretary, Marine City. 

Minnesota RetaiL HARDWARE ASSOCIATION CONVEN- 
TION, New Auditorium, St. Paul, Jan. 26, 27, 28, 29, 1932. 
Chas. H. Casey, manager-treasurer, 2344 Nicollet Ave., 
Minneapolis. 

NATIONAL HARDWARE ASSOCIATION CONVENTION, New 
Palmer House, Chicago, IIl., Oct. 19, 20, 21, 22, 1931. 
George A. Fernley, secretary-treasurer, 505 Arch St., 
Philadelphia, Pa. 

New Encianp RetaiL HARDWARE DEALERS ASSOCIATION 
CONVENTION AND EXHIBITION, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Ex- 
hibition, Machinery Hall. Headquarters, Hotel Statler, 
George A. Fiel, secretary, 140 Federal St., Room 225, 
Boston, Mass. 

New York StaTeE Retart HarpwaRE AssociaTION Con- 
VENTION AND ExposiTION, Feb. 2, 3, 4, 5, 1932. Exposition 
will be held at Madison Square Garden; headquarters, 
Hotel Edison; Forty-seventh Street, west of Broadway. 
John B. Foley, secretary, manager, 510 Hills Bldg., 
Syracuse. 

Norta Dakota Retart HarDwaRE AssociATION Con- 
VENTION AND EXHIBITION, Fargo, Feb. 10, 11, 12, 1932. 
C. N. Barnes, secretary, Grand Forks. 

Oxuto HARDWARE ASSOCIATION CONVENTION AND EXHI- 
BITION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Head- 
quarters and meetings at the Deshler-Wallick Hotel. Ex- 
hibit will be held on the main floor of the New Audi- 
torium. James B. Carson, secretary-manager, 708 Winters 
Bank Bldg., Dayton. 

PENNSYLVANIA AND ATLANTIC SEABOARD HarpwarRE As- 
SOCIATION, INc., CONVENTION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearce, Managing Director, Wesley Building, Philadelphia. 

SoutH Dakota Retart Harpware AssociaTIon Con- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 
manager-treasurer, 2344 Nicollet Ave., Minneapolis, 
Minn. 
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CLASSIFIED ADVERTISING 
RATES 





Advertisements from unemployed 
accepted free of charge; inserted 
in two consecutive weekly issues. 
Box number address may be used. 
All replies will be forwarded by us 
post paid. 

Positions Wanted and Help Wanted adver- 


tisements at Special Rate of one cent a 
word, minimum fifty cents per insertion. 











Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 


tives Wanted” advertisements. 





Set Solid, Minimum of 5 lines..... 
Each additional line . 
All Capitals, Minimum of 5 lines. . 
Each additional lime............ -80 
Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 


Samples of merchandise, literature, eatalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers 


BOXED DISPLAY RATES 

1 inch ... eeecevecece 

Each additional. ‘tuch. eccccccccoccce 4.00 
Discounts for Classified Advertising 

4 insertions, 10% off, 8 insertions, 15% off. 

Due to the special rate, these discounts do 








- $3.00 not apply on Position Wanted or Help 
eecccccce coe 6660 Wanted Advertisements. 
++ 4.00 HARDWARE AGE is published each Thursday. 


Forms close Nine Days previous to date of 
publication. 
Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 














POSITIONS WANTED 


POSITIONS WANTED 





SALESMAN AND SALES MANAGER for five years in charge of 
the selling organization of a hardware manufacturer manufacturing a 
nationally known hardware unit is open for engagement at once. Thoroughly 
conversant with the jobbers and large retail accounts from Minnesota 
to Texas and all states to the Atlantic Seaboard. Capable of taking entire 
charge of your business. Background and references the highest. Salary 
plus expense basis of remuneration. Address Box J-148, care of Harp- 
warE AGE, New York City. 





HARDWARE MAN with many years of retail experience desires a 

permanent connection with a progressive dealer; I have an expert knowledge 
oe shelf and builders’ hardware, tools, paints, ‘plumbing, electrical supplies, 
farm and garden implements. Can take complete charge of paint and 
builders’ hardware departments and am well versed in modern sales and 
merchandise methods. Excellent references. Address Box J-376, care of 
Harpware Ace, New York City. 





YOUNG MAN, single, 34, ten years’ experience successfully selling 
wholesale and retail hardware trade, New England territory, open for 
connection with reliable house where remuneration is commensurate with 
ability to produce. In position to travel or headquarter any available 
territory. Very good standing with trade in New England. Best of 
references. Address Box J-438, care of HARDWARE AGE, New York City. 


SITUATION WANTED. Christian, age 41, inside-outside salesman, 
collector. Sixteen years’ experience clerking, buying, marking goods, 
general hardware, plumbing supplies, chinaware, household furnishings, 


toys, stoves of any type, cream separator. Implement repair expert, gas 
appliance fitter, estimator. Also traveled on road seven years for large 
stove factory. References furnished. Address GEORGE T. MARSHALL, 
Easton, Mo. 





HARDWARE MAN, experienced in wholesale and retail merchandising, 
open for executive position, or willing to travel. Good personality, highest 
class references. Capable of handling national distribution. Experienced 
in sales promotion work. Forty years of age, sober and industrious, well 
acquainted central states, middle west and south. Nominal salary to start. 
Address Box J-450, care of Harpware Ace, New York City. 





married, well experienced in electrical 
goods, paints, housefurnishings, etc., formerly manager of large retail 
store desires position preferably in retail store. Best of references. 
Address Box J-446, care of Harpware Ace, New’ York City. 


HARDWARE MAN, age 41, 





SALES REPRESENTATIVES WANTED 





HARDWARE MAN with over twenty years experience in retail and 
wholesale business as salesman, sales manager, buyer, thoroughly familiar 
with sheet and builders’ hardware, tools, plumbing goods, agricultural im- 
plements, paints, etc., would like to connect with reliable concern as man- 
ager or buyer. Southern states only considered. References exchanged. 
Address Box J-435, care of HarpwarE AcE, New York City. 





SALES OR FACTORY MAN desires connection with manufacturer of 
tools, builders’ hardware. Either inside or out. Past experience Sales and 
Factory management. Age 40. Can go anywhere, references. Well known 
to Jobbing and large Retail Trade. Address Box J-434, care of HARDWARE 
AcE, New York City. 





HARDWARE MAN, 45 years of age, married, has had 5 years’ ex- 
perience in the retail hardware business and all its branches desires 
permanent connection with a reliable firm; willing and conscientious 
worker, best of references. Address Box J-448, care of HARDWARE AGE, 
New York City. 





CATALOG COMPILER, thoroughly experienced in hardware, tools, 
mill supplies, etc., capable of taking entire charge of making catalogs for 
jobbers or manufacturers. Can furnish sample pages or names of con- 
se “ catalogs made. Address Box J-286, care of Harpware AGE, New 

vor ity. 





PLATER, 27 years’ experience. Can produce all plated and antique 
stain-finishes on all metals. Capable of taking charge of installing, plating 
and polishing department. GEORGE FROHM, 326 Columbus Avenue, 
New York City. 





LIVE WIRES, ACQUAINTED WITH 
PAINT AND HARDWARE TRADE TO SELL ON COMMISSION, 
OUR LINE OF “UNITED BRUSHES OF MERIT.” FOR PAINT 
AND VARNISH, AT NEW REDUCED PRICES. STATE AGE, 
REFERENCES AND PREVIOUS RECORD. ae tone ae 
BRUSH MANUFACTORIES, 116 WOOSTER ST., NEW YORK, N. Y. 


WANTED, SALESMEN, 








OPPORTUNITY 


Some one once said: ,“Opportunity knocks 
but once at every man’s door.” 

It’s different in the Classified Opportunities 
Section of Hardware Age—here opportun- 
ity is knocking all the time 

Your advertisement in these columns will 
secure Sales Representatives, find a Posi- 
tion, gain Sales Accounts or Sell a Business. 


HARDWARE AGE 
Classified Opportunities Dept. 


239 West 39th St. New Yerk 
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WANTED—MEN CALLING ON HARDWARE AND GENERAL 
STORES, N. Y., PENNA., NEW ENGLAND. SPECIAL FOOD 
CHOPPER OFFER. VERY ATTRACTIVE PRICE, FAIR COMMIS. 





SION, CARRY SAMPLE WEIGHING ONLY TWO POUNDS. ROLL- 
MAN MANUFACTURING COMPANY, MOUNT JOY, PA. 
SALESMEN tto call on better class retail hardware trade with a 


moderately priced assortment of staple lines, favorably considered by the 
Display stand free. $1.50 commission paid immediately on each 
Address Box J-424, care of Harpware Ace, New York City. 


trade. 
order. 





open for a sales con- 
Louis. 


Address 


EASTERN MANUFACTURER of small tools, 
nection in the Middle West, preferably resident of Chicago or St. 
State in first letter, trade connection, experience, references, etc. 
Box J-437, care of Harpware Ace, New York City. 





ROPE SALESMAN WANTED. 


lb. basis. Fast selling side line, five per cent commission. 
Company, 82 South Street, New York City. 


100 per cent pure Manila rope, 14c. 
United Fibre 





WANTED—Salesmen for high grade Hack Saw Blades. _ Exclusive 
territories. Attractive prices. Liberal commission. Address Box J-365, 
care of Harpware Ace, New York City. 





SALES ACCOUNTS WANTED 





SUCCESSFUL HARDWARE SALESMAN opening office in Shreve- 
ort, La., Desires Manufacturers’ Lines in Sporting Goods and Hardware. 
Vill cover the States of Louisiana, Texas and Arkansas. Commission only. 
Address CHAS. M. EVANS, 304 Texas Street, Shreveport, La. 





SALESMAN covering northern Illinois and southern Wisconsin, calling 
on hardware, variety and gift dealers, wants fast selling line to handle 
on commission basis. Address Box J-449, care of HarpwareE AcE, New 
York City. 





YOUNG MAN with car would like to represent reputable manufacturer 
in Metropolitan New York on straight commission basis. Address Box 
J-445, care of Harpware Ace, New York City. 
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GENTLEMEN: 
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More than 


300 LEADING 
MANUFACTURERS 


Have Made Inquiries Regarding The 


HARDWARE AGE 


DIRECT MAIL ADDRESSING SERVICE 


Many have sent in thousands of envelopes to be addressed. 


These Inquiries and Orders show beyond doubt the eagerness 
with which our Direct Mail Addressing Service has been 


awaited. It fills a long felt economic want. 


But we wish to point out that the least of this service is the ad- 
dressing. Anyone can do addressing. And when done from 


obsolete lists, it is costly at any price. 
Of first importance in addressing is the correctness of the list. 


Last year the upkeep and compilation of HARDWARE AGE 
VERIFIED LIST cost us more than $20,000.00. Our addressing 
stencils are being maintained on the same high plane. ‘ 


Yet our prices for addressing compare favorably with the prices 


usually charged for straight addressing. 


WRITE FOR DETAILS 


HARDWARE AGE DIRECT MAIL ADDRESSING DEPT. 
239 West 39th Street, New York 


Kindly send me the details of your Direct Mail Addressing Service. 


Jae Se ROSE SSS OSS SES OSS SESS SS SSS SS SSS SSS SSS esse Sess esses esses 
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INDEX TO ADVERTISERS 



























































THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
A E L Reo Motor Car Co.........0:. — 
“ Reynolds Wire Co............. — 
A. & J. Kitchen Tool Co....... om | PAGS DOO Cis occsccsiccese — | Lamson & Sessions Co......... 2 | Rich Pump & Ladder Co........ — 
pe Se eee oe ee ee eee — |} Landers, Frary & Clark........ 18 | Richards-Wilcox Mfg. Co....... —_ 
PEE Fe ah 0.00 pc oes 00:0 77 | Eastern Tool & Mfg. Co....... TO) 1 Lats PI oa be eens vcore cc oe coed ts et ee ene — 
Seerican Ue Cees os occ — | Edison Lamp Works........... — | Leipzig Trade Fair, Inc........ — | Rixson Co., Oscar C........... ai 
American Fork & Hoe Co...... DS le goals ose Be beekine il ROE COED 5 auc ec ald-eleseces — | Robinson, Edward E........... — 
American Gas Machine Co..... Pee... 28D GO iwcs sewer veces 7S TR ME Cob 6.5 oss x's otinne reg Oe? eee — 
American National Co.......... — | Electric Cutlery Co............ — | Lupton’s Sons, David......... — | Ruby Chemical Co............. — 
American Ring Co............. — | Empire Level Mfg. Co......... — Russell, Burdsall & Ward Bolt & 
American Saw & Mfg. Co....... — | Enterprise Iron and Wire Fence EGOS. | 4 Sires dccae Ssr.ca soma — 
American Screw Co............ 59 AB wha ao gees cawe ene sn a Russell & Erwin Mfg. Co...... — 
American Sheet & Tin Plate Co. — | Estwing Mfg. Co.......-....-. —_ M Russia Cement Co...........-- one 
American Stainless Steel Co..... — | Eversharp Shear Co............ 67 
American Steel & Wire Co...... es A EERO GOL 065 ovis 4.05 0 w's'a ws o's — | Marshalltown Trowel Co........ — 
American Window Glass Co..... — Marvel Rack Mfg. Co.......... _— 
Ames Shovel & Tool Co..... 19 Master Lock Co.......0++..+0> 70 Ss 
Anti-Borax Compound Co oo Maydole Tool Corp., David.... — 
reeee Bite. Co... i tcs ss . 61 F Meisselbach Mfg. Co., A. F.. — | Sabin Machine Co............. — 
Armstrong Bros. Tool Co....... 68 Metal Sponge Sales Corp....... — | Sacks, Inc., Louis............. _ 
—— Hart & Hegeman Electric F. & N. Lawn Mower Co....... — | Miller Keyless Lock Co., The Samson Cordage Works..... sh 
SE Ly Te ee Se ae aw | Demens, Coster Cosi. ccc — i Me heskenetuckeovacpacncee G0.) See sew @ Tow Com...... & 
Atdes ier ee Bee es 20 | Federal Enameling & Stamping Millers Falls-Goodell Pratt Co. — | Sapolin Co., Inc..............-. — 
RIE PORK MOND. 5 00855.56:4:0's.0 — CO, ovscccvesesrerccovecccce — | Miller Somes, Inc............. — Sere 8 COs.cc as cccasccencc 17 
Automatic Wesker CO... cco c — | Flexible Steel Lacing Co...:... 82 | Milwaukee Brush Mfg. Co..... — | Schalk Chemical Co............ — 
wees ene: CB, ios kas ccd seen 7 | Milwaukee Stamping Co... «.... — | Schatz Mfg. Co.......c.ceceees —- 
French Battery Co.......cccees — | Modern Laundry Machine Mfg. Schrade Cutlery Co............ 67 
CO, cecseccsccccccccceeccces — | Shapleigh Hardware Co........ 84 
B Monarch Products Co.......... _ _—s Bronze Powder & Sten- 
G Montague Rod & Reel Co....... — err eee a 
Babcock Co., The W. W....... —_— Moore Push Pin Co..... eseces 78 Shithield Products Co.......... — 
EE MOOI. oxesis ia vices ces 57 | Gendron Wheel Co __ | Morse Twist Drill & Machine Co. — | Shelby Spring Hinge oe 14 
Barlow & Seelig Mfg. Co....... — |General Grinder Corp <a NS "97 Murphy Sons Co., Robert...... — | Sherman Mfg. Co., H. B...... 6 
Bassick Co. .........+++++4+++ — | General Lock Corp............. 76 | Myers & Brother Co., F. E...16, 76 | Silver Lake Co.....--.....++.. wi 
Bauer Mfg. Co............+++- — | General Motors Radio Corp..... — Simmons Hardware Co......... ake 
Beaver Mfg. Co.............+- — | General Wheelbarrow Co........ — Simonds Saw & Steel Co..-.... = 
Bemis & Call Co.............- — | Gilbert & Bennett Mfg. Co..... 73 N Skelton Shovel Works of the 
eS a a” ee — | Good Housekeeping ........... et, American Fork & Hoe Co.... — 
Bethlehem Steel Co.... -- —|Gray & Dudley Co............. ~— | Wertenad Carton C Slaymaker Lock Co............- _— 
Birtman Electric Co......... -. — | Greenlee Tool Corp... 3, Pesons po eee ee enue —"| Smith, Inc., Landon P......... -- 
Bissell Carpet Sweeper Co...... <i | Cott: Wile: CO: oso cos cece 57 National Lead Co. "e “Stainping | Standard Electric Stove Co.. _ 
SE Os are 59 | Grigsby-Grunow Co. .......... — — Enameling & Stamping > haa ett cee Co 77 
Blaisdell Pencil Co............. — | Grinnell Washing Machine Co.. ieee wanes nuke vcits reese — | Stanley Works ..... Oe 
Bommer ey Hinge Co...... 73 eameead La, aa ess — | National Mig. Ne pail — | Star Heel Plate Co.........-..- 74 
RMSE ents jakk ee | me a ee National Pipe Bolt Ce i sh bel — | Stewart-Warner Corp. ........- a 
Boston Woven Hose & Rubber Co. 77 Neely ety “ a =—7 | Strat Mte COcoe eas vo ccncce —_ 
Bridgeport Screw Co........... 82 Nelson Mig. Clock Ce — | Swartzbaugh Mfg. Co.........- — 
Brown & Sharpe Mfg. Co.. — H aad Haven Cloc ai 
PN ONE 5 6 iev Sin Ske teec ewe — New Yorker Hotel... — 
Buffalo Bolt Co.............-.. — | Hanlon & Goodman Co......... — | New York Knife Co..-. 
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“SIMPLEX” 


Applied Direct 


to 


Door Casing 


without 


Hanging:-strip 


The “Simplex” has many features which Dealers will 
find to be excellent selling points. An example is the 
construction of the barrels and web from one continu- 
ous piece of metal, formed so that there are no joints 
where the barrels continue as the web. This avoids ex 
posing the springs to moisture which would cause rust 


and breakage. 


Send for literature describing other important fea- 
tures of the “Simplex.” 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U. S. A. 




















Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn, 











SANDVIK’S 
SWEDISH S@{5) SAWS 


The “Fish and Hook” Brand 


Are universally recognized as the fastest cutting—most durable 
and, therefore, most economical for pulpwood and small timber. 


We supply all standard and special saw patterns 
for soft and hardwoods. 





eran. Bo art 











Sandvik’s Steel Saw Frame No. 25 
Adjustable 36 to 48 inches. 
Gives perfect tension to Pulpwood and Buck Saw Blades. 


SAW Gycte=> FILES 


Double Edge pattern for web saw blades. 
Oberg files are guaranteed to last longer and will give an excep- 
tionally smooth surface to the saw teeth. 


From your jobber, or write to us for catalog. 


SANDVIK SAW & TOOL CORPORATION 


109 Lafayette Street 740-North Washington Ave. 
New York, N. Y. Minneapolis, Minn. 


Scientific Alligator Steel Belt 
halle Lacing holds the belt in a vise-like compres- 
Joining sion grip. Prevents ply separation at belt ends. 
The smooth flexible joint is reliable in service 
and has great surplus strength. It rocks on oval faces of the 
sectional hinge pin.. 


Quickly and Easily Applied 
with only a Hammer 


Combines the efficiency of an endless belt and 
a me fore ope in —- use on 
t, medium and hea ts of all types. Made 

also in “monel metal”. Eleven oa : 
“Order the small ‘‘Handy Packages” in cartons and the 

standard boxes from your jobber. 
FLEXIBLE STEEL LACING COMPANY 

4616 Lexington Street Chicago, Illinois 
In England at 135 Finsbury Pavement, London, E. C. 2 


HARDWARE AGE 








“Oh, © 
What a Pal is BUDDY” 


Right and double right! “BUDDY” is a 
real pal... a friend in your need 
for quick profits and steady repeats! 









Order six or more “BUDDYS”, and 
get a FREE counter display that will 
catch the eye and make a sale. In thou- 
sands of alert, up-to-the-minute hard- 
ware stores, “BUDDY?” is a real seller. ecient Miata 
The display helps . . . advertising in “Bud dy”y in seawitut red enamel, 
the Saturday Evening Post helps. But = anaijinchels 
what helps most is the quality of the List, $] 505 complete, less batteries. 


lamp itself! Put “BUDDY” on your In Canada, $1.70. 
“want” list pronto. 
Plenty Powerful 


The “APOLLO” absolutely excels all 
others of any kind. Stands 71% inches 


DELTA 4.CELL SEARCHLIGHT high; red enamel, chromium trim- 


mings. It projects a big, powerful 600- 
STANDS THE GAFF ft. distance light, and is built for long, 

active service. Operates on one pair of 
common No. 6 
batteries. Good for 
5 months to a year. 
















"Be sure it’s a genuine Delta’ 



















This type of lamp gets rough hand- 
ling ... and the Searchlight is built 
for just that! Valuable for Contrac- 
tors, Night Watchmen, Mechanics, 
Wrecking Crews, Sportsmen and all 

































others. List price, $2.75, 
} The head swings in any direction, complete less bat- 
ANY JAKE -| and throws a powerful beam of light teries. In Canada, 
4 CELL BATTERY i for hundreds of feet, and gives good $3.25 
, spread. Uses Mazda bulb No. 88, 6 noe 
volt, 15 candle power. 
: 4 List Price, $2.00. In Canada, $2.75. 






















DELTA ELECTRIC COMPANY 


$e A 
MARION iN INDIAN 
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Trade Mark 
Registered 


THE 
BEST BRAINS 
MONEY 
MATERIALS 
LABOR 
GOES INTO 
THESE 
BLADES 


= wikia Alun Prec 
= mono 
— o% EG 
= > 
pwonie LO 1:4 | 


De = 
A = 
ALiTVP | 


UN CONDITIONALLY brery NTEED 
The Above Shows Display Card With 20 Packages Mounted 
A Faultless Blade for 


the Most Widely 
Used Safety Razor 


The 
Trade Mark 
With a True Statement 


A PERFECT EDGE 
No 


Up-to-Date Merchant 
Will Overlook DIAMOND EDGE Blade 
Possibilities 


There 
Are Millions of Razors Waiting for the 
DaAmMovD EDGE 
ys Blade 
Excellent Profit 
Awaits the Live Dealer DiANOVD EDGE 
BLADES Will faite It oe a i _— 
Best Swedish Stee! Every RAZOR BLADES 


Operation in Their Production 


Best Known to Man and Tools Bearing the Same 


There's An Trade Mark 


UNCONDITIONAL GUARANTEE 
on DiIAMO\D EDGE Blades They 
Will Give Satisfaction 


OUR STOCK 
OF 
CUTLERY 
IS COMPLETE 


“DIAMOND ss _ LITY PLEDGE” 


and a4 Perfect S 
DIAMOND EDGE 


will be the Means of Selling More Cutlery 


In the U. S. 
Patent Office 


DOUBLE EDGE 
RAZOR BLADES 


CONSUMING 
PUBLIC 
FOR 
THE 
VERDICT 


So Perfectly Made 
That It Wins 
Instant Approval 


Men 


oking for Quality 


Shave can be Interested in 


Blades 


ASK OUR 
SALESMAN 

TO SHOW YOU 
OUR FULL LINE 








Shapleigh National Series No. 1739. 


HARDWARE 











AGE 





